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STODDARD TELLS OF 
HIS CZARLIKE POWER 
GIVEN BY NEW LAW 


Authority Over Adequacy and Reason- 
ableness of Rates Makes Him 
Master of Situation 





CAN CURB HIGH ACQUISITION 





Superintendent to Rule With Tron 
Hand; Has Punch and is Going 
to Use It 





Colonel Stoddard, insurance superin- 
tendent of New York State, now has 
more power than any supervising in- 
surance official in the world and there 
is every indication that he is going to 
exert that power. He gets this added 
authority through the new rate law. 
The additional power is all in a phrase 
or two of the new statute and is prin- 
cipally found in two words reasonable- 
ness and adequacy, referring to the 
making of insurance rates. His power 
is so great that it has lifted Colonel 
Stoddard into a position where he might 
be called the Judge Landis of the in- 
surance’ business. Colonel Stoddard 
could act an autocratic despot, a dema- 
gogue or a benevolent ruler. He has 
gone on record as saying that he in- 
tends to avoid all sensationalism. He 
will not put the insurance business in 
bad in the newspapers by giving un- 
desirable publicity to companies except 
as a last resort for the corrective use 
of abuse of insurance practices. 


Could Make Political Capital If He 
Wanted To 


It would be the easiest thing in the 
world for him to make a lot of political 
capital by running to the newspaper 
and putting a company or a group of 
companies on the public grill a la Un- 
termyer and announcing flamboyantly 
in newspaper interviews that the public 
is paying too much for insurance and 
companies are being run too expensive- 
ly. But he does not intend to get results 
in that way. At least two incidents have 
come up illustrating the superinten- 
dent’s new conception of his position 
and how he intends to administer under 
his new and greater authority. One 
was the strong action of the department 
in preventing the commission war 
among the companies writing burglary 
insurance where it looked for a time as 
if the sky would be the limit in commis- 
sions. 

In an extemporaneous talk made by 
the superintendent on Thursday night 


(Continued on page 18) 











Nothing inspires greater self-confi- 
dence in an Agent than the knowl- 
edge that he has facilities and service 
at his command that will stimulate 
progressiveness in his business. 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William St., New York 


PHCENIX 


Indemnity Company 


75 Maiden Lane, New York 









































‘“‘AMERICA’S OLDEST FIRE AND MARINE INSURANCE COMPANY ”’ 


1792 1922 





CAPITAL............$5,000,900 


FIRE—AUTOMOBILE—MARINE 


Brokerage and Service Department 
CHAS. F. ENDERLY, Manager 
122-126 WILLIAM STREET, NEW YORK CITY 


INSURANCE COMPANY of NORTH AMERICA 


PHILADELPHIA 
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EQUITABLE LIFE 


Insurance Company 
OF IOWA 


Results of 1921 


Insurance in Force..............-$286,934,616.49 
Admitted Assets ..............---+$ 39,234,839.04 
Ratio of Actual to Expected Mor- 


SD snccnsaneaentaabauvee 34.7% 


68% of all business written since organization 
still in force. 


For information regarding Agencies 


Address: Home Office, Des Moines 








NEW SURVEY OF 
INHERITANCE TAX 
LEGISLATION MADE 


Tax Rates Go Up; Taxes Extended On 
Transfers of Non-Resident 
Decedents 





ENLARGE GLEASON-OTIS BOOK 





Authors Doubt Constitutionality of 
Wisconsin Legislation; Recent 
Legislative Changes Outlined 





In order to treat properly and intelli- 
gently the law of inheritance taxation, 
Lafayette B. Gleason, attorney in New 
York City for the New York State Tax 
Commission, and Alexander Otis, of the 
New York bar, have prepared a volume 
that consists of more than 1,200 pages. 
It is the third edition which has been 
prepared on the subject and is published 
by Matthew Bender & Co., Albany, N. Y. 

One section of particular interest to 
life insurance men is the view of the 
authors in the Allis case, Wisconsin. 
The authors say in part: 


The Allis Case 


“Life insurance is not a contract tak- 
ing effect at death within the meaning 
of the inheritance tax statutes. The 
state doubtless has power to tax poli- 
cies of life insurance, but it has not 
been the policy to do so in this country. 
In any event such a tax, if imposed, 
would not be an inheritance tax, for 
the beneficiary under a life insurance 
policy does not succeed to its proceeds 
either by will or by intestate law, nor 
is the contract of insurance testamen- 
tary in its character. 

“The Wisconsin statute taxing life in- 
surance as an inheritance has been sus- 
tained by the Supreme Court of that 
state in the matter of Allis, 174 Wis., 
527; 184 N. W. 381. It seems, however, 
that the Wisconsin Legislature decided 
to treat life insurance as inheritance 
and not as income because the income 
tax of that state is much higher than 
the inheritance tax on bequests to direct 
heirs. However benevolent the intent 
of the Legislature, the decision is to 


be criticised for the reasons already set 
forth.” 


New Departure in Taxation 


Continuing on the subject of life in- 
surance, the authors say: 

“The new Federal estate tax of Feb- 
ruary 24, 1919, undertakes to impose a 
tax upon the transfer, as part of the 
estate upon all amounts received by the 
beneficiaries under policies in excess of 
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$40,000. 
inheritance 


This is a new departure in 
taxation and its constitu- 
tionality may be doubted. It would 
seem clear undef all authorities that 
the transfer under a policy of life in- 
surance is not an inheritance; that the 
fund derived therefrom never becomes 
a part of the estate, and the right of the 
Government to tax such a transfer as 
part of the estate is extremely doubtful. 

“Tennessee has repealed the tax on 
life insurance imposed by its act of 
1919.” 

What the New Legislation Does 

In discussing the general trend of 
inheritance tax legislation the authors 
say that it is to increase the rates of 
tax and to extend taxes on transfers 
by non-resident decedents. The situa- 
tion is summed up in a nutshell as 
follows: 

In Wisconsin the tax on bequests to 
collaterals and strangers above $100,000 
in value has been increased to 32% and 
bequests of over $500,000 to 40%. In 
Illinois such bequests in excess of $200,- 
000 are taxed 30%. <A proposition to 
tax estates of over $10,000,000 50% 
passed the U. S. Senate, but was finally 
defeated. 

The proportional taxation of non- 
resident estates, prorating deductions 
and exemptions as well as assets, and 
proportioning the assets within the 
state to the total assets, is rapidly com- 
ing into favor and has been adopted by 
several states, including New York, New 
Jersey and Wisconsin. 

Prior to 1917 there were eighteen 
states that taxed only the real estate 
or tangibles of non-resident decedents. 
Now there are only eight states that 
do not tax the transfers of stock in 
domestic corporations by such dece- 
dents. 

In 1917 five states, Alabama, Florida, 
South Carolina, New Mexico and Missis 
sippi, had enacted no inheritance tax 
staiute In 1922 Alabama and Florida 
alone have failed to enact such statutes. 

In 1917 seven states taxed transfers 
to collaterals and strangers only. In 
1922 Maryland and Texas are the only 
states that do not tax transfers to direct 
heirs 

The Federal tax was first imposed in 
1916. In 1920 the Federal receipts from 
this source were one hundred and three 
millions as compared with about sixty- 
five millions from all the state inheri- 
tance taxes levied by all the states com- 
bined amounted to only twenty-seven 
millions. 

Under the increased rates and more 
astringent enforcement of the inheri- 
tance tax laws the total inheritance 
taxes collected in 1922 will probably 
exceed two hundred millions. 

HONORED BY ILLINOIS 

John H. Camlin, who heads the larg- 
est insurance agency at Rockford, IL, 
was recently appointed High Commis- 
sioner representing the state at the 
Brazilian Centennial Exposition by 
Governor Small. Mr. Camlin is presi- 
dent of the Wlinois Chamber of Com- 
merce. 

Judge William A. Day, president of 
the Equitable Life Assurance Society, 
delivered an address before the General 
Agency Association of the society bear- 
ing the title “Houdon’s Washington.” 
Houdon, who was born in 1741, was the 
greatest sculptor of his time, and 
agreed to come to America to do a 
statue of General Washington for the 
State of Virginia. At the suggestion of 
Thomas Jefferson his life was insured. 


. The interesting details are told in Judge 


Day’s book and the volume is one of the 
handsomest that has reached the edi- 
torial office of The Eastern Underwriter. 
Judge Day shows fine literary qualities 
in telling the story and the volume is a 
distinet addition to insurance literature. 





J. G. Stephenson, who recently re 
tired as president of the Life Under- 
writers’ Association of Canada and who 
made many friends at the recent inter- 
national convention, bas been made 
superintendent of ordinary agencies of 
the London Life. Since 1919 he has 
been in charge of the company’s ordi- 
nary agencies in western provinces. 
He began with the London Life as a 
weekly premium agent in 1908. 


Untermyer Again 
Attacks Insurance 


WANTS SMITH FOR’ GOVERNOR 





Vents Hate on Jesse Phillips and 
Charges Insurance Companies 
Maintained Corrupt Lobby 


Samuel Untermyer, who has not had 
much to say lately, again broke loose 
in New York morning newspapers of 
Monday, making a savage assault on in- 
urance companies and on Jesse S. Phil- 
lips, manager of the National Bureau 
of Casualty and Surety Underwriters, 
who is managing Governor Miller’s com- 
paign in New York City (Untermyer 
says) and using this blast in announc- 
ing that he is for Smith for Governor. 
Untermyer said: 


“The last Legislature was one of the 


worst and most brazen and defiant legis- 
lative bodies in its defense of the pred- 
atory interests in our history, with the 
possible exception of the last Congress. 


The most notorious corporate lobby that 
ever di state wags openly, 
continuously and disastrously at work 
from the day the session opened until it 
closed Members of the Legislature 
were themselves an integral part of that 
lobby, with retainers in their pockets, 
acting as chairmen and members of 
committees and killing wholesome re- 
form legislation that affected their 
clients, who were their clients solely 
because they were legislators. 

“Here are a few illustrations 
my own experience: 

“The law to make workmen’s com- 
pensation insurance a state monopoly, 
in Ohio and 2 number of other 
states, Ww strangled to death in com- 
mittee by the Casualty Insurance lobby, 
of which Mr. Je Phillips was at the 
head. He had just stepped down (or 
up) from the powerful position of Su- 
perintendent of Insurance to become 
the leader and spokesman of the Cas- 
unlty Insurance trust, whose members 
he was supposed to be supervising and 


graced the 


within 


as it 





PROSPECTS 





We are giving them to our salesmen at the rate of 
40,000 PER YEAR 
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| 1879 





| We Help Our Salesmen 
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BANKERS LIFE COMPANY 


Des Moines 


Geo, Kuhns 
President 











whose slogan wis to ‘kill the State In- 
surance Fund’ that it had been his duty 
to sdminister in the interest of the 
state and to destroy state compensa- 
tion insurance. 

“This institution of his had actually 
passed resolutions to that effect, and 
was and still is spending vast sums an- 
nually throughout the country to carry 
those resolutions into effect. Truly a 
fine ‘representutive’ of the people to 
have at the head of the State Insurance 
Department, was he not? No wonder 
the state fund is almost dead and the 
private companies are dancing over its 
remains! Governor Miller should not 
have appointed this servant of the in- 
surance ‘ring’ to this place of all others, 
yet this man is now running Governor 
Miller’s campaign in New York City 
and is doubtless now engaged in ‘frying 
the fat’ out of the men representing 
those same interests with whom there 
is to be a life-and-death struggle in the 
next Legislature to rescue the State 
Insurance Fund. 

“Phe Lockwood Committee presented 
a bill requiring fire and casualty insur- 
ance companies to invest the funds that 
are entrusted to their care within ‘the 
same limitations that were imposed 
upon life insurance companies by the 
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The assignable cause 


Careful Selection 

No Foreign Business 
Insuring Only Males 
Low Death Rate 

Safe Investments 
Efficient Management 
Liberal Policy Contracts 
Low Expenses 
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of the new business issued by The 

Northwestern Mutual Life Insur- 
| ance Company in 1921 was upon 

applications of 
ously insured in the Company. 
Its Policyholders Repeat 
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Northwestern Mutual Life Insurance Co. 
of 
Milwaukee, Wisconsin 


members previ- 
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Purely American 
Purely Mutual 

No Brokerage 

No Rebating 

No Twisting 

Civil Service for Agents 
Clean Business Methods 
Low Net Cost 
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legislation that resulted from Hughes. 
Armstrong life insurance investigation 
and that is still in force. 

Assails Speaker Machold 

“That hard-boiled reactionary, the 
Speaker of the Assembly, Mr. Machold, 
with his autocratic power over legisla- 
tion, played an important part in killing 
this beneficent and necessary legisla- 
tion. He is a director and largely inter- 
ested in one of the most powerful fire 
insurance companies in the state and 
one that has been engaged on a large 
scale in this sort of speculation. Other 
influential members of the Senate held 
retainers from insurance companies in 
their pockets. 

“A bill to permit the state to appeal 
from an order of the court dismissing 
an indictment was contemptuously 
thrown aside by the Legislature. Hun- 
creds, perhaps thousands, of these in- 
dictments are dismissed yearly by 
Judges. It is the invariable refuge of 
offenders with political influence and 
the power is subject to repeated abuse. 
In connection with the housing investi- 
gation many of these important indict- 
ments were thus dismissed and the Pub- 
lic Prosecutor found himself helpless. 
The bill was killed with the aid of mem- 
bers of the Legislature who held pro- 
fessional retainers from indicted of- 
fenders.” 





General S. Herbert Wolfe, the well- 
known actuary who was recently called 
to active service in Washington, has 
received the Distinguished Service 
Medal. In conferring the medal Gen- 
cral Harboard read this citation: 

“Samuel Herbert Wolfe, brigadier 
general, finance, O.R.C., then colonel, 
quartermaster corps, United States 
Army. For exceptionally meritorious 
and distinguished services. <As officer 
in charge of insurance matters, canton- 
ment division, Quartermaster General's 
Office, by his unusnal constructive abil- 
ity, foresight, and familiarity with large 
financial problems, he rendered con- 
spicuous service resulting in the saving 
of large sums to the Government. As 
a member of the Committee on Labor 
of the Advisory Commission of the 
Council of National Defense, he again 
rendered invaluable services in the 
preparation of necessary legislation to 
provide for the dependents of enlisted 
personnel of the Army and Navy, which 
later became the War Risk Insurance 
Act. In October, 1917, he demonstrated 
exceptional ability and resourcefulness 
in the organization and operation of the 
War Risk Insurance Bureau in France 
and England. Later, as assistant di- 
rector and executive officer in the office 
of director of finance, his thorough 
knowledge of financial problems‘ proved 
of the greatest assistance to the di- 
rector of finance and of inestimable 
value to the Government.” 


The man with plenty of sand, a wide 
horizon and a cool head is a summer 
resort all to himself, says the Reliance 
Life. 





reneral Manager H. P. Kissling of the 
New Zealand was in New York this 


week while on his way home from Eng- 
land to New Zealand. 
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Disability Committee 
Named By Dougherty 


TO STUDY COMPANY CONTRACTS 





Also, Manner of Interpreting Contracts 
Will Be Looked Into; Dr. H. W. 
Cook Chairman 


The special committee which was ar- 
ranged for at the American Life Con- 
vention for the purpose of studying the 
total disability clauses in the contracts 
of the various companies, has been ap- 
pointed by President Dougherty. Dr. 
H. W. Cook, vice-president of the North- 
western National Life, is chairman. It 
was Dr. Cook who introduced the mo- 
tion that such a committee be appoint- 
ed, seconded by C. G. Taylor, Jr., of the 
Atlantic Life. 

Members of the committee are George 
Graham, vice-president of the Central 
States; Lawrence M. Cathles, vice-presi- 
dent of the Southland Life; W.S. Ayres, 
general counsel of the Bankers Life; 
Herbert M. Woolen, president of the 
American Central, and I. Smith Ho- 
mans, secretary of the Commonwealth 
Life. 

The report of this committee will be 
watched with interest throughout the 
bus#mess because the subject is of ex- 
treme national importance. There seems 
to be as much difference of opinion 
about disability in life insurance as 
there is about use and occupancy in fire 
insurance. Not only are contracts dif- 
ferent in wording, but interpretation of 
the contracts differs widely. There are 
also some prominent companies which 
will have nothing to do with disability. 

There is no doubt that the committee 
will have co-operation because of the 
general desire in the business for uni- 
formity, not only in clauses but in man- 
ner of adjusting claims. The American 
Life Convention committee consists of 
an unusually able body of men. 








THE FIRST TWO MINUTES 

“You meet a person, and in the first 
two minutes of conversation you have 
him placed—permanently. He is big, 
or narrow; he is educated, he is illiter- 
ate; he is traveled, or provincial; his 
mind works fast or he is slow to grasp 
things; he is full of pep or he is satis- 
fied to let things drift in a half-baked 
sort of way; he is up-to-the-minute on 
current events, or he is trailing along 
with last week’s news; he is fresh in 
his viewpoint, or he is as stale as yes- 
terday’s newspapers; he agrees with 
you supinely in everything, or he con- 
tends for his own opinions; you want 
to meet him again, or you don’t give a 
hoot whether you do or not. 

“Just as your mind automatically card 
indexes the caliber and personality of 
those you meet so is your caliber and 
personality unconsciously absorbed by 
those with whom you come in daily 
contact. 

“In any business it is vitally neces- 
sary that each and every person who 
comes into your place of business for 
any reason whatsoever carry away with 
him a definite and positive and favor- 
able impression. The public is weigh- 
ing your institution by the impression 
left upon its mind by those who come 
into direct contact with it. . . . 

“There is deep philosophy in George 
Cohan’s saying, ‘Always leave them 
laughing when you say good-bye.’ And 
by that he doesn’t mean singing a funny 
song or telling a humorous story. What 
he does mean is to go over the top and 
‘charge’ them with your personality. 
Leave a good impression with them. 
Say something that will make them re- 
member you if they meet you a year 
from now. Do something out of the 
routine of your work, that will brand 
you as an accommodating person. The 
smile and cheery word is the best ad- 
vertising medium in the world—bar 
none. 

“Everybody is endowed with a per- 
sonality—don’t make a secret of yours— 
and ‘always leave them laughing when 
you say good-bye.’”’—J. O. Miles, vice- 
president Peoples Savings & Trust Co. 














BYE BABY BUNTING 


HI mother used this little jingle to soothe 
her child. It needed a dress and she assured 
the baby that Daddy was out hunting for it. 
There are many fathers in every generation who are 
hunting for something that will supply the clothes 
their babies need. 

To be sure, we do not know whether Mr. Bunting 
brought back the dress. Maybe the baby had to shiver 
along without it. Maybe it came in good time. But we 
do know that Mr. Bunting should have made provision 
for that dress before the baby needed it. He took some 
unpleasant chances. 

We are quite positive, too, that Mr. Bunting did 
not carry Endowment Life Insurance. Whatever he 
had earned before the dress episode, he had spent, so 
that when the time for clothes came he had to hunt 
before he could supply them. This is too short-sighted 
a way to manage things. Some people think it is the 


easy way, but they always find that they are mistaken. 


The Prudential 


Insurance Company of America 
Incorporated under the Inws of the State of New Jersey 


EDWARD D. DUFFIELD, President 


Home Office, Newark, New Jersey: 








Birthday Letter 
Attracts Attention 


WRITTEN BY NEWARK MANAGER 








Passing Years Broaden Experience; 
Small Investments Which Mean 
Much to Thinkers 





The John Hancock’s state agent in 
Newark, William A. White, is sending 
out a birthday life insurance argument 
which is attracting wide attention and 
has won general approval, especial- 
ly as it sounds a new note in a thread- 
bare theme. His letter follows: 

Dear Mr. 

POS 6g Sais of this year you will be 
one year older than you are today— 
that is, your insurance age will move 
up one notch, and it will never move 
back again! 

Each notch a higher rate! Why? 
For the reason that your chances of 
death are gradually increasing, and life 
insurance is a matter of mathematics. 

But while you are older, you are 
wiser, and your judgment serves you 
better. Each year has broadened your 
experience and experience makes us 
realize that we are just men—having a 
man’s responsibility to discharge before 
we go. 

Get out your pencil. Put down the 
total insurance now on your life—and 
add all your other assets. How much 
income would that produce invested at 
5%? Compare that income with your 
present one, and you will get some idea 
of the home your family would live in, 
the kind of clothes they would wear, 
and the bounty of their table—after you 
are gone. 

Don’t you feel that you ought to in- 
crease your life insurance protection 
before passing this milestone? Honest- 
ly, now—does additional insurance pre- 
sent any problem as compared with the 
real problem your family may some day 
face? We shall be glad to reduce this 
to definite figures for you—without any 
obligation, of course.” 





INCONTESTABILITY DECISION 

The Supreme Court of Indiana has re- 
cently decided a case involving the con- 
struction of the incontestability clause 
in a life policy, holding that the insur- 
ance company was one day late in re- 
scinding its policy on account of the 
alleged fraud of the insured at the time 
the contract was entered into. 





BERTHOLD’S BIG POLICY 

Frank A. Berthold, one of the most 
efficient of the life agents of New York 
City, and a close student of all buast- 
ness, has written a policy on a Cali- 
fornia business man, the premium on 
which runs comfortably up into the six 
figures. It is an ordinary life contract, 
and was closed on the tax argument. 





ENGELSMAN PUBLICITY 

Ralph G. Engelsman, clever young 
agent of the Equitable Life Assurance 
Society, New York, has got some good 
publicity out of the moving picture of 
Rupert Hughes called “Remembrance,” 
which is due to the expression: “A life 
insurance policy is the sincerest love 
letter a man can write.” 





NOW MORRISTOWN AGENT 
Glenn K. Wise, formerly associated 
with insurance brokerage houses in 
New York, is now representing a num- 
ber of companies in New Jersey with 
headquarters at Morristown. He has 
been in the insurance business for 
twenty-five years. 
ENTERS WEST VIRGINIA 
The National Life of the U. S. A. has 
entered West Virginia. B. W. Part- 
ridge, Jr., has been appointed general 
agent of the state, with headquarters 
at Huntingdon. 





The executive committee of the Pitts- 
burgh Life Underwriters Association 
has arranged to have Darby Day, man- 
ager of the Mutual Life in Chicago, 
speak at its next lunch. 
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Collins Farm Mortgages 
|| Are Sought Eagerly By The 


Largest Insurance Companies— 


A roll-call of the insurance companies which buy 
Collins’ Farm Mortgages would sound like a 
“Who’s Who.” Many of the largest have invest- 
ed from $500,000.00 to $1,000,000.00 with us in recent 
years, and are increasing their purchases steadily. 


The fact that Collins Farm Mortgages have been 
selected by the most discriminating life insurance 
companies, financial institutions and holders of trust 
funds, who place safety above all else, is complete 
evidence of their desirability. 


For the benefit of insurance companies, corporations 
or individuals who want to learn more about us, we 
have printed a booklet containing letters from com- 
panies and men who own our mortgages. This booklet 
is free for the asking. Write for it. 


One of a series of advertisements addressed 
to the insurance men of the United States. 
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1922 Mortality As 
Favorable as in 1921 


TALKS TO 
American Experience Table Unsatis- 
factory as Measuring Rod for 
Many Purposes 

In a talk before the Actuarial Society 
of America Henry Moir at Hartford last 
week said that it is 
that the American 
Table is a most 


MOIR ACTUARIES 





becoming more 
Experience 
unsatisfactory rod for 
many of the purposes to which life com- 
panies apply it. Figures to the outside 
public appear almost grotesque in the 
smallness of the ratios, and it is only 
when they are read by trained experts 
that they derive any real meaning. “But 
this is only a minor phase of the gitua- 
tion,” he continued, “for with the Amer- 
ican Experience Table it is difficult to 
render to policyholders 
tween different classes 


clear 


justice as be- 
and different 
ages; all the more so when we bear in 
mind that the American Men Table, or 
table following modern mortality 
conditions, would entirely 
different reserve values from those 
which.we now carry, while the loadings 
int 


any 


necessitate 


premiums would also be radically 
changed.” 
Krom a mathematical standpoint 


there seems to be an infinity of possi- 
bilities in developing new methods, and 
thereby getting additional light on a 
where so much yet remains un- 
discovered, while the fundamental facts 
to which the mathematics are applied 
ure ever changing as if it were inlended 
that there should be a continual flowing 
adjustment which it is the duty of the 
companies to watch and study. 

Mr. Moir suggested a complete analy- 
sis at the end of each year, carefully 
conducted and summarized so as to 
know those questions which an intelli- 
gent executive wants to know about the 
company. The more important general 
principles may be obtained by yearly 
analyses of the mortality through group 
valuation systems even without the 
powerful aid of Hollerith cards. Re- 
sults of this character are illustrated in 
the table on this page which contains 
actual figures as experienced by a com- 
pany of moderate size. 


subject 


Mr. Moir’s Conclusions 


Mr. Moir concluded as follows: 

During the current year, 1922, the mortality 
experience of the average American company 
stems to be running just as favorably as it did 


during 1921. The figures of eleven companies 
for the months from January 1 to August 31 
have been brought together. ‘They represent 


expected claims of over $7,000,000 per mouth 
the business is well listributed. The 
therefore, are probably good average 
the country, as follows: 
Percentages of Actual to Expected Death Losses 
During 1922 by Months—Eleven 
American Companies 


Per Cent of Legal 
.Standard Tables 


and 
figures, 
figures tor 





SOMES. avcchisscscencats Rombaseerpernee ie 
WOMUOESS ccccuvedscceenccucesenssdespecne 64 
RMN <o.ccvuceccetatdicécesecnnaeesssacene 71 
PEUEED “idl. Vecn evens becedreonseedenewodinen 56 
BOM lisatbanddtun vendeuneadentsesoaesene 58 
PUR oc vicvincdeccuncnceccsssavesecnenseses 49 
MEY, nveovalcvnspewoneeradesce sonaentacad 41 
UNE <.n5 cs cia taciiancd CER maa naeaeseeeee 42 
Total for yeat to August 31. ...iicacece 54 
The seasonal influence is quite marked. In 


March only one company out of eleven showed 
a percentage 


mortality less than 60%, and in 
July and August only one company showed a 
percentage above 50%; while in each of these 
two months no less than six companies showed 
percentages under a and seven companies 
averaged less than 46% for the months July 


and 


\ugust. 

Vlans were made during 
of the actual mortality 
the American Men Table. ‘This is the latest 
experience of a genera] nature, and it gives 
death rates for the period 1%9 to 1915. It proba 
bly represents average modern conditions. Since 
the American. Men Table is the experience of 
4 group of companies, an individual company 
may by careful selection secure more favorable 
figures, and this result is shown by the follow- 
ing general ratios relating to the 1921 business. 


1921 for a comparison 
with the expected by 


In the case of policies less than five years in 
force, the ratio of actual to expected mortality, 
the expected being computed by the American 
Men Ultimate Table, was 65% during 1921. 
the of business more 


In 


case than five years old 
the corresponding ratio was 81%. 

Such ratios for a single year might not be 

considered of much value, standing by them- 


during each of the first five years as compared 


with the American 
be available, but 
general examination the writer 
find out whether the ratios 
uniform at all attained ages. 
ratios of the 
out in quinquennial 


1921 Morvanity EXPERIENCE. 


RELINSURANCB 











Not DEDUCTED. 


Men Select Table will soon 
in addition to the aforesaid 


was curious to 


were 


reasonably 


Accordingly the 


actual to the expected were 

















taken 


age groups as follows: 








oxpose Expected Actual Percentage 
~~ Mortality. | Mortality Pro he 
lov All Classes: 
a4 eh teuee : - eee ceecce «.[$ 62,280,6191$ 9384,559]$ 601,578 64.4 
GO VORB. 6a vcccmecier geese 11,957,717 131,578 60,448) 45.9 
PC et eee 14,812,018 165,305 85,900) 52.0 
MN MOU 6 icWsiadiaciecved mers 22,395,712] 241,577) 1 15,332 47 of 
RP WORM. ccdtect ca tiancnses 30, 855 507 315,618) 109,374 34.7 
Wee WORN Cea ceceeecowcnns 31, 358.5 20} = 808,923 124,567 40.3 
oS | Se ear cece rrr 17% 3) 660, O88} 2,097,560} 1,097,199 §2.3 
2. By Class. All Durations: ; 
Goat Pay’ PURE dc cen nnenekes 63,814,370] 887,595} 545,019 61.4 
Ltd. Pay’t. DS. cy cureadionaees 76,079,251 836,817 412,914 49.3 
Endowment Rivera ne} 15,546,848 177,170 74,395 42.0 
Term (xcept ‘Est. Ins. | Seen 16,858,388] 182,058 49,926 27.4 
Pextended: Wise os cece etcnns 1,361,231}, 13,920 14,945} 107.4 
TROEAD a8 cick ce ackswniws gnats 173,660,088} 2,097,560] 1,097,199) 52.3 
3. By Class. Duration Over 5 Yrs.: 
‘ Gee Bie te DG oo cnc clon ase 19,364,980] 377,170] 299,679] 79.5 
Lid) PHC § ENG. ices ccc SL7S1,668] 417,496] 247,692] 59.3 
b WHGOWINENU. «osc acccdscowes en 5,470,632) 71,731 30,552] 42.6 
| ‘Term (Except Ext. Ins.) ......... 4.302.108] 54,242 8,710} 16.1 
| Bixtended ine: «. . 226.0 cc.cccee: 1,361,231 13,920 14,945} 107.4 
oO SASSI R! ie See ae Seer mere ee tS 62,280,619} 934,559) 601,578) = 64.4 
lass. Duration Under 5 Yrs.. 
r Gaxt Park Riles wee ecie 44,449,390) = 510,425 245, 3 a0 48.1 
Ete Bad © Bile .6 oi eecsicess 44,297,583] 419,321 39.4 
BWHAWIIOHY 6. os csisenc deen oes 10,076,216} 105,489 41.6 
Term (Except Ext. Ins.) .......-. 12,556,280 127,816 32.2 
fC) | arr eterrere es earner 111,379,469] 1,163,001} 495,621 42.6 
selves, but they confirm, and are confirmed by, 1921 Mortality Experience by Attained Age; 
other investigations. Moreover, the trend of Comparison of Actual Claims to Those 
events would indicate that the year 1921, though Expected by the American Men 
favorable, was not exceptional when we bear Ultimate Table 
in mind the large volume of new business of Duration Duration 
the years ge and n 0; are» as po - i i Ages under 5 years over 5 years 
on. we can add to the statistics and grac 4 
one h conelusions which avoid these doubts. . iy a Penne eee eeeeenenes es an 
It is hoped figures relating to the mortality Se AG Hin ucecdancacacecces 30 35 
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months in 
business our 


more business 


trained group 


Sales training is 











CO-OPERATION 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 


No. 


their first twelve 


the life insurance 
trained salesmen 


added during recent months have 
produced on an average 15 per cent 


than those who 


entered our organization during 
1919 before our Home Office Train- 
ing School was established. 


—This despite the fact that our 


necessarily spent 


several weeks away from their 
territory and were entering the 
business during an economic period 
in no way as favorable to the sale 
of life insurance as those banner 
months of 1919 and early 1920. 


one form of agency 


co-operation which we offer. 


Phoenix Mutual Life Insurance Company 




















35 to 66 
40 to 114 
45 to 65 
SO to +o 
55 to oo 
a to 123 
65 to 79 
70 to 154 
75 to 115 
= to 79 
to 62 
mi Age Biscccnssanadeneaue 65% 81% 


The above a shows fluctuations which are 
clearly accidental—a feature which must arise 
when dealing with a single year, and especially 
when the claims for individual ages are influ- 
enced by variations in amounts. One additional 
claim of maximum amount would increase one 
of these group figures about 20%. 

The amount exposed to risk at young and at 
old ages is relatively small; accordingly it was 
thought desirable to group the above table in 
larger sections so as to observe a general trend 
if possible, with the following result: 





Duration Duration 
Ages under 5 years over 5 years 
Under age 35........ 58% of AM 42% of AM 
Te OO Wi vecadiccsiccecc 67 82 
50 to 64..... 66 75 
65 and Over..ee. 2 104 


A large proportion of the surplus earnings in 
life insurance companies is derived from so- 
called mortality profits, the experience for the 
last twenty or thirty years having shown a 
favorable progression, and the basis of calcula- 
tion—the American Experience fable—being 
quite unsuited for such accounting. But we 
have found that the great gains are not uni- 
form at all ages but are confined chiefly to ages 
under 50, a large proportion of the mortality 
profit of life insurance companies being made 
by those policyholders who are less than 45 
years of age. 





NO NEED FOR TWO BODIES 


Attitude of “Fraternal Monitor” About 
Situation Among the Supervising 
Insurance Organizations 


After expressing some satisfaction in 
its September issue on the recent Denver 
“rump” convention of commissioners 
which took some action which was a 
bid for fraternal report, the “Fraternal 
Monitor” prints another editorial in its 
October issue in which it speaks in 
highly complimentary terms of the Na- 
tional Convention of Insurance Com- 
missioners and expresses a belief that 
two organizations*of supervising offi- 
cials would cause confusion. It con- 
cludes with the following two para- 
graphs: 

“Reviewing the service of the Na- 
tional Convention of Insurance Com- 
missioners in aiding the fraternal sys- 
tem to attain soundness in its insurance 
operations, we find much to commend 
and little to criticize. During a period 
of twenty-five years the convention has 
listened to all suggestions of fraternal 
leaders and adopted those designed to 
bring solvency. There have been irri- 
tating instances where individual com- 
missioners expressed belief that prog- 
ress should be faster, but the conven- 
tion as a body stood for steady develop- 
ment. The sound societies of today 
should be thankful that the convention 
never faltered and was consistent 
throughout that period in upholding the 
standards endorsed. 

The commissioners forming the new 
body can act upon purely local ques- 
tions according to their own sweet will, 
but they cannot afford to inject con- 
flicting rulings into a national business. 
They may make the territory under 
their supervision an insurance desert 
and drive out the organizations of other 
states, but like Mississippi, where the 
fire companies were assaulted and run 
to cover, and like Texas, where the 
life companies were squeezed out 
through drastic legislation, the resi- 
dents of this territory will discover 
themselves losers. It is a situation too 
serious for men overbalanced with a 
little power to impose their conceits. It 
is interesting to consider that the com- 
missioner longest in service among 
those in the new organization has been 
in office less than four years and he 
goes out in a few months; the others 
can count their tenure only in months. 
Under these circumstances it will be 
becoming for them to do nothing reck- 
less, and they should take several years 
to demonstrate the worth and neces- 
sity of their association. 
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Southwestern Life Insurance Co. | 


Home Office, DALLAS, TEXAS | 








Value of Agency Calls 
Varies Everywhere 


. W. SNYDER HAS FOUND 
Has Been Studying Question for Years; 
Sample Card Used By His 

Agency 


WITAT 





For a number of years E. W. Snyder, 
general agent of the Massachusetts Mu- 
tual in Ceveland, O., has devoted con- 
siderable time to analyzing the methods 
of salesmen, es iaeentand how ented —_— 
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may average $6,000 or $8,000; another 
man’s, only $2,000. It depends entirely 
upon the man, the class of people he 
solicits and there are many other fea- 
tures pertaining to his work which en- 
ter into the scheme. It does give us a 
chance, however, to analyze the various 
salesmen. 

“For instance, we take a man who 
averages six calls a day, three inter- 
views a day, and writes one application 
out of six interviews, and the average 
policy is $2,500. We know just how 
many calls he must make, how many 
interviews he must have to produce a 
certain amount of commission. The 
other fellow who makes five calls a day, 
two interviews a day, and writes one 
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their time, average value of a call, and 
number of calis made a day. His con- 
clusion igs that men vary to such an 
extent in their personalities that each 
agency must work out its own problem 
according to the kind of men who are 
associated with the general agency. 

Asked by The Eastern Underwriter 
how many calls are necessary to pro- 
duce $100 in commissions, he said: 

“We have bad the salesmen in our 
organization for the last four or five 
years give us a daily report of the num- 
ber of calls, interviews, number of ap- 
plications, amount of applications, and 
the amount of commissions, and I am 
enclosing the card we use which is self- 
explanatory. (Editor’s note—The card 
is reproduced herewith.) 

“The number of calls necessary for 
an agent to produce $100 in commis- 
sions varies. One man’s application 


application out of five interviews, yet 
averages $8,000 to an application, has 
a different ratio, and the two cannot be 
compared. It is an individual analysis. 


W. RUDOLPH COOPER RESIGNS 


W. Rudolph 
urer of the 


Cooper, assistant treas- 
Provident Life & Trust of 
Philadelphia, has tendered his resigna- 
tion, to take effect on October 31. He 
will become assistant treasurer of the 
Provident Trust Company. Leonard C. 
Ashton has been appointed to succeed 
him. 


SENTIMENT IN THIS CONNECTION 


George Shipman McReynolds has 
joined the Chicago Agency of the Mu- 
tual Life. The second policy ever is- 
sued by the Mutual Life was to George 
P. Shipman in 1843, seventy-nine years 
ago. George Shipman McReynolds is 
the grandson ot that trustee. 








Company of 


Founded 1865 


The Provident Life and Trust 


———o —— 





Philadelphia 


to develop and hold theif business. 
Has always rend 





at 


Incorporated 185) 
BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
W. D. WYMAN, ouenns 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 
Has always extended reasonable assistance and encouragement to its representatives 


ered the highest grade of service to its policyholders. 


WINFIELD S. WELD, Supt. of Agencies 








“Following Through” 
With Life Insurance 


CONCENTRATION 


Life Agent’s Case is of 
Value Because Example is Better 
Than Precept 


VALUE OF 


Equitable 





A strong example of the value of 
following through in life insurance sell- 
ing is presented in the experience of 
Frank Crews, agent of the Equitable 
Life Assurance Society, at Baltimore: 

“A young man who received his de- 
gree from the Johns Hopkins Medical 
School in 1918, is now a nose and 
throat specialist in Baltimore. Before 
his graduation I advised him to insure 
his life, but he told me that he was 
borrowing money for his education and 
could not afford it. I asked him about 
how much he had borrowed, and as 
$2,000 was the amount he named, I 
persuaded him to take a policy for that 
amount to take care of this obligation 


in the event of his death. This was 
{fn 1916. Since then [I have kept in 


touch with this young man. He has 
been very successful and has a large 
practice, and in 1919 I persuaded him 
to take another policy for $10,000. 
“Again in 1921 I induced him to take 
another policy for $15,000. Towards 
the end of the summer J called on him 
again, and his first remark was ‘I sup- 
pose you have come to tell me that I 
need more insurance, but I don’t.” To 
this I repHed, ‘I have come to talk to 
you about a special savings fund.” I 
knew he was investing his money in 
stocks and bonds and so I mentioned 
the name of a friend of his, also a 


physician, who several years ago had 
invested $6,000 in a certain stock in 
Baltimore now worth about $600. I also 
told him of another friend of his who 
had lost in two years $20,000 in stock 
investments, and that both of these 
physicians had come to the conclusion 
that life insurance was the best invest- 
ment doctors could make, since they 
knew little about business, and had 
little time for investigating such mat- 
ters. I then suggested that he ought 
to have enough insurance to bring his 
total up to $50,000, but I left his office 
with a signed application for’ only 
$28,000. I now expect to sell him $45,- 
000 more, which will give him a total 
of $100,000.” 

Another case is cited where life in- 
surance preserved a large estate. Ae- 
cording to the story a wealthy resident 
of Philadelphia died suddenly and the 
executors of his estate found a large 
bundle of policies taken at different 
times. This gentleman was a success- 
ful promoter—a man who constantly 
launched new projects which became 
successful when fully developed. He 
knew, however, that if he died while 
his propositions were still undeveloped 
that they were liable to shrink in value. 
So every time that he started a new 
one he invariably took out a policy to 
protect it. His widow is now a wealthy 
woman. Had her husband not formed 
the insuring habit she would probably 
now be in embarrassing circumstances. 





TO INCORPORATE 
Decision to incorporate the Connecti- 
cut Life Underwriters Association was 
arrived at at a meeting held in Hartford 
on Thursday of this week. Plans for 
incorporation were fully discussed by 


delegations sent from New Haven, 
Bridgeport, Waterbury, New London 


and other cities, as well as by the mem- 
bers. 





a new Disability provision. 


sumed to be permanent. 


New Disability Clause 


Two years ago this Company devised a Disability pro- 
vision which was far in advance of any that had been previ- 
ously contained in a life insurance policy. We now announce 
Its features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be increased 50%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 100%. 

Total disability that has lasted three months will be as-. 


Waiver of premium, of course, together with full annual 

















(Ponnaylvanta) dividends and a full annual increase in cash surrender value.’ 
ia . As age increases, and the family income dwindles 

Provident En owments protect against the Economic Loss caused cannes Ce —r senhilt : s 
by the Pocménntion of an imnuned’e: Produciag Pouat theese Devt on through diminishing resources, the disability income in- 


Old Age. The new Disability Clause adds protection when the Produc- 
ing Power is terminated prematurely through Total and Permanent 
Disability. 

Endowments in the Provident mature on the average approximately 
at 65. Between 25 and 65 the expectation is that one person will be 
totally and permanently disabled for every six persons who will die. 

When the Disability is Total, 90 days’ continuance establishes pre- 
sumption of permanence. Without affecting other policy benefits pre- 
miums are Waived and a Disability Income commences which (the 
Disability remaining permanent) continues for life and does not cease 
when the Endowment Matures. 


creases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 











Fourth and Chestnut Streets, Philadelphia, Pa. 
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BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











Did you ever stop to 


Value of figure the actual value of 
$6,000 Man’s a man’s time earning 
Time $6,000 annually, asks 


Vice-President Baker, of 
the Pacific Mutual. According to the 
American Table of Mortality, a man 
forty years of age, who passes a satis- 
factory medical examination, is expect- 
ed to live twenty-eight years. Six 
thousand dollars a year for twenty-eight 
years amounts to $168,000. Have you 
any other asset as valuable as this? 
1 think not, and that this, your biggest 
asset, should be insured. Our new Non- 
Cancellable Contract is the best form 
of insurance yet devised that will pro- 
tect such an income. 

eee 

This question was asked 
“Tribune” on the financial editor of 
Partnership the New York “Tribune” 

Insurance the other day: “My part- 

ner and J] have been ap- 
proached by an insurance company to 
insure our lives for the benefit of the 
business. Before doing so we would 
like to have your opinion as to whether 
this is a wise move or not.” 

The reply printed in the “Tribune” 
follows: 

Partnership insurance has increased 
in popularity in the last few years, and 
is a desirable form of business insur- 
ance, In addition to the protection it 
provides, it improves the credit rating 
of the firm. Banks are more ready to 
lend funds to a firm whose individuals 
carry insurance that will assure con- 
tinuance of the business in the event 
of the death of one of the partners. 
There are two general forms, one which 
insures both partners under one policy, 
the beneficiary being the survivor, and 
the other which insures each partner, 
with the other partner or the business 
named as beneficiary. Such insurance 
is often used to buy out the partner's 
interest in the firm from his widow or 
to compensate the business for the loss 
of the partner. 

* ¢ @ 

In discussing 
Combination tion, convertible and 
Convertible term policies the Equit- 
and Term able Society says that 

some agents have been 
in the habit of issuing in connection 
with a Convertible policy a 10-Year 
Term policy for an amount at least 
equal to the increase in insurance that 
is available under the Convertible pol- 
icy at the end of five years. The Soci- 
ety says that if both such policies are 
in force at the end of five years the 
Society is willing to waive the examina- 
tion required for the increased amount 
option under the Convertible, in case 
the term policy is then surrendered. 

The Equitable gives the following 
illustration and explanation: 

A 10-Year Term policy for $5,000 can 
be issued simultaneously with a Con- 
vertible policy for $10,000. If the in- 
sured at the end of five years wishes 
to take the increased insurance option 
under his Convertible policy, he can 
do so without a new medical examina- 
tion by simply using the conversion 
privilege under the Term policy. This 
is most clearly illustrated at age 37, 


combina- 


when the insurance at the end of the. 


fifth year under the Convertible policy 
is increased from $10,000 to $15,000. 

This is an excellent idea, and the 
attention of all agents is directed to 
it as a unique method of serving their 
clients and of placing additional lines 
of insurance where disability is not 
needed. 

Agents, however, must bear in mind 
that the combination of Convertible and 


Term™ policy can only be sold where 
the contracts are issued without dis- 
ability or without waiver of premium. 

The reason for this is that a policy- 
holder under such a combination, term 
and convertible policy, might become 
disabled during the original 5-year peri- 
od and if the convertible policy had 
been sold with disability, the Society 
would not be willing to grant the in- 
creased amount of insurance under 
which it would be forced to waive the 
premiums, 





IMPAIRED LIVES STUDY 





Arthur Hunter and Dr. Oscar H. Rogers 
Report on Inflammatory, Rheuma- 
tism and Blood Spitting 





A mortality story on impaired lives, 
(a) inflammatory rheumatism and (b) 
tuberculosis of lungs and blood spitting 
was made to the Actuarial Society at 
the Hartford meeting this week by 
Arthur Hunter and Dr. Oscar H. Rogers, 
New York Life. 

This study is similar in content and 
purpose to former studies by these au- 
thors, discussing the insurance signifi- 
cance of certain medical impairments. 
The particular impairments dealt with 
in the present instances are (1) history 
of inflammatory rheumatism (2) cardiac 
complications in connection therewith 
(3) history of blood spitting and (4) 
cured tuberculosis. 

A severe attack of acute articular 
rheumatism is, during the years imme- 
diately following the attack, a distinct 
impairment. With the lapse of time, the 
rating may be decreased, the cure hav- 
ing led to the elimination of the foci 
of infection. 

History of blood spitting or of cured 
tuberculosis points to a mortality of 
150% to 200% of normal in case of 
underweights and to a less degree of 
impairment for average weights and 
overweights. In case the history falls 
within the last five years the mortality 
is exceedingly heavy for ages under 
40, ranging from about 175% of normal 
for overweights to about 300% for un- 
derweights. 

Schedules of Numerical Ratings are 
given for all of these impairments. It 
may be added that the entire study 


has to do with underaverage, not nor- 
mal, lives. 





GROUPS ON 264 MINISTERS 


The board of lay activities of the Vir- 
ginia Methodist Conference has adopted 
a resolution providing for the insurance 
of all the ministers in the conference, 
264 in number, under a group life insur- 
ance policy in a standard company. 
Each will be insured for $1,000 and the 
entire cost will be about $5,000 annually. 


policy contract. 


The Mutual 


Newark, N. J. 


MUTUALITY 


lor seventy-seven years the idea conveyed by the 
words MUTUAL BENEFIT—“the good of the whole 
applied to the affairs of each one’—has been the guid- 
ing principle in the treatment of policyholders of the 


Company. It has been emphasized anew in the current 


Insurance Company 


Benetit Lite 


Always Purely Mutual. 








“JT Should Like to Talk 
It Over With My Wife” 








Travelers Tells How to Answer 








Mr. Blank, if you want some expert 
advice, talk it over with some widow. 

If you talk this matter over with your 
wife and decide to buy and then find 
you can’t pass the examination, she will 
be greatly worried. I would suggest 
that you be examined first to see 
whether you are able to get insurance, 
and you can then take up the details. 
The preliminaries should be disposed of 
first. Do not put the cart before the 
horse. If you are insurable, it is a 
happy thought for both of you; but if 
the contrary, it is just as well that you 
alone know it. 

This policy is in the nature of a gift. 
If you were going to buy your wife a 
splendid present, I doubt if you would 
first go home and talk it over with her. 
One of the greatest pleasures in making 
a gift is the surprise that accompanies 
it. Your wife may object to the pur- 
chase of a policy because she does not 
want you to make a sacrifice for her 
benefit. Just purchase this policy, if 
you can get it, and take it home to her 
and | know she is going to appreciate it 
far more than she would otherwise, be- 
cause you have thoughtfully done some- 
thing for her that she did not have to 
ask for. Such gifts are always appre- 
ciated. 














New Insurance Paid-for, 1921 
Gain in Insurance-in-Force~ - 
Total Insurance-in-Force’ - 





New England Mutual Life 
Insurance Company 


Boston, Massachusetts 





$82,072,020 
48,641,846 
- 609,415,082 





New England Agents Write Persistent Business 
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You are the one who is responsible 
for the family’s support and should, 
therefore, decide these matters yourself. 
You cannot expect your wife, with her 
lack of business and financial expert- 
ence, to pass sound judgment in a mat- 
ter of this kind. She should, and no 
doubt does, leave it to you. 

In making this decision you have no 
right to ask your wite’s advice. Some- 
body is going to carry your risk; either 
an insurance company or your wife. 
You are placing your wife at a disad- 
vantage by putting this decision up to 
her Possibly she: may advise against 
extra expenditure just at this time and 
thereby render herself open to suffering 
later on because of her unselfishness. 

If you still insist on talking it over 
with your wife, let me suggest that you 
wait until after we have the assurance 
of the doctor that you are likely to get 
a policy. Then, with your permission, 
I shall be glad to call at your home and 


go over the proposition with both you 
and your wife. 





NOT DEDUCTIBLE 

The Internal Revenue Bureau _ has 
ruled that premiums paid by a taxpayer 
on an insurance policy taken out on 
his life, where the policy is made pay- 
able to his estate, are not deductible, 
although the policy is assigned to a 
charitable corporation as security for 
a note representing the face of the 
policy, the note being made payable to 
the corporation upon the death of the 
insured or the maturity of the policy 
and the assignment stipulating that the 
proceeds of the policy are to be used 
in payment of the note. 





CROWDER KNOWS INSURANCE 


General Crowder, of the American 
Army, who for two years has been in 
Cuba as personal representative of Pres- 
ident Harding, and who is in this coun- 
try in connection with a new loan the 
Cuban Government desires to float, has 
recently surprised insurance men in 


Havana who consulted him in reference 
to insurance legislation by displaying 
a wide knowledgé of insurance matters. 
He has a great deal of information on 
the subject filed in his office. 
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Selling Arguments 
For Women Agents 


POINTS MADE BY TESSIE GETZ 








Representative of the Connecticut 
Mutual; Three Kinds of People 
Who Don’t Buy 





° 

There are just three kinds of people 
who don’t buy life insurance, according 
to Miss Tessie Getz, of the Connecticut 
Mutual, in addressing agents of that 
company at a recent regional confer- 
ence. They are the people who can’t 
pay for it; the people who can’t get it; 
and the people who don’t care for their 
future or their dependents. 

In her selling talk she made these 
points: 

“Some reasons for different classes 
of women insuring their lives may be 
summed up as follows: The wage earn- 
ing woman to start a fund for her 
middle age or old age; to provide for 
a mother, father, sister, or other de- 
pendent; to provide an income if she 
should become totally and permanent- 
ly disabled; to double the protection 
jn case she should die by accident. The 
woman of means to provide tax money 
and for the cost of administration of 
her estate; to endow an educational or 
religious organization; to reward a 
faithful servant or friend; to provide 
herself with an unfailing income in her 
old age, lest perchance her fortune 
should have vanished. 

Best Investment 

“Life insurance is the best invest- 
ment in the world for any woman, no 
matter what her circumstances may be, 
dead or alive, married or single; 
whether she enjoy its benefits through 
her husband, through her son, or her- 
self: whether she be well-to-do, or de- 
pendent upon her monthly salary; 
whether a conservative or a plunger. 
Life insurance is the most scientific 
method of saving known to man. Every 
clement, every factor is based on a 
law of averages. No other business in 
the world knows its Own averages, 
knows itself, as does life insurance. 

“In this insurance plan absolute cer- 
tainty has been proven now for a cen- 
tury. Life insurance is based on rigid 
laws of mathematics and human mor- 
tality. You know absolutely that every 
dollar will have safe conduct through 
the years and be ready for you at ma- 
turity. You never have to take a loss 
on your life insurance security; your 
available funds definitely increase by 
contract each year. 

“A great number of people lose their 
life’s savings between age 55 and 65 
in the attempt to reinvest them. Your 
insurance plan is one where you do not 
need to take out your capital and re- 
invest it. You may leave it at interest 
or take it as an income in almost any 
form you wish. In financial matters 
women recognize their inability to in- 
vest their money securely. On that 
account an insurance fund is a fund 
of the very safest character. 

Instant Estate Creator 

“Mortality in life insurance involves 
no shrinkage of your capital but rather 
Creates An Estate Instantly, and no one 
has to make up payments on your in- 
vestment. You cannot dodge mortality 
no matter where you invest, but you 
can meet it scientifically. You really 
are interested in protection, protection 
of your savings at least, and this the 
life insurance plan gives in the highest 
degree known to man. 

“Probably the one outstanding benefit 
of your life insurance investment is that 
it will take care of the unexpected, 
whatever that may prove to be in your 
case—death, financial stress, marriage, 
protection of a little child, your interest 
to endow or help perpetuate some good 
work. There is little so sure in life 
as the unexpected. In many cases the 
most unexpected experience to a woman 


is old age. And then your life insur- 
ance fund is right there gallantly to 
make you forget. You need not feel 
that you have been obliged to stop 
work—so promptly, so graciously comes 
the monthly check, month after month 
year in, year out. 

“T have been successful in insuring 
the lives of many women, though none 
for very large amounts. One particular 
case is quite interesting. It is that of 
a young doctor’s widow with whom I 
had only a casual acquaintance. I tried 
several times to make an appointment 
but without success. She put me off 
by saying she was very busy and would 
see me sometime. Finally, I made an 
appointment and she was thoroughly 
sold in the first interview, when she 
was shown how protection, saving and 
investment were combined in life insur- 
ance, although at that interview I did 
not get her name on the dotted line. 

“The idea of an income for life 
should she become totally and _per- 
manently disabled appealed to her very 
much and helped to close the case. She 
had been left in moderate circum- 
stances and had known nothing about 
insurance. She had two young sons 
and, as she was a gifted musician, had 
decided to teach music until her sons 
were educated. She wanted to talk the 
matter over with her father, and in the 
second interview I succeeded in writing 
her a $5,000 20-Year Endowment policy. 
Since then she has been one of my 
biggest boosters and I have also written 
three endowment policies on three of 
her friends. 

“Whenever a wife is interested and 
understands just what life insurance 
means to her and her family, she be: 
comes of valuable assistance in selling 
her husband. [ have in mind several 
cases which I have successfully closed 
after first interesting the wife, and 
through her, reaching the husband. 

“Every young woman who can be 
persuaded to take out a policy in a 
high-class, reputable insurance company 
thereby enters upon a career of saving. 
The policyholder is compelled to pay 
the premium on the policy regularly (in 
annual, semi-annual or quarterly pay- 
ments) in order to get the full benefit 
of the undertaking. It is the required 
payment of the premium at regular 
intervals that forms the compulsory 
motive for saving, a motive which no 
other form of nationally organized thrift 
can so well supply.  Self-supporting 
young women in great numbers each 
year are turning to endowment insur- 
ance as a depository for a portion of 
their savings. In choosing this form 
of investment they are, as it seems to 
me, exercising that faculty so highly 
developed in woman—instinct. It is an 
experience of insurance solicitors that 
when a woman who has no dependents 
to protect has examined the different 
plans offered by life companies, and 
has come to a good understanding of 
them, she will generally look with favor 
on the endowment forms. The choice 
may be different when a part of her 
earnings is necessary to the support or 
comfort of some less independent mem- 
ber of her family whose condition would 
be unfavorably affected by her death, 
in which case she may well consider 
a greater amount of life insurance pro- 
tection. Whether founded on reason or 
instinct, her conclusions are usually 
sound. 


“Life insurance, as the great teacher 
of thrift and one of the greatest 
strengthening agencies in the business 
world, affects the living conditions of 
every one of us. It is our duty to fur- 
ther this great institution. It is our 
duty and our privilege to make this 
world a little better than we found it, 
and the greatest help to us in this task 
is life insurance. 


“What you can do, or dream you 

can, begin it; 

Courage has genius, power, and 
a magic in it; 

Only engage, and then the mind 
grows heated, ° 

Begin it and the work will be 
completed.” 








Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


Issues the most liberal forms of 


Assets 





RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Ordinary Policies from $1,000.00 to 


$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1921: 


sas deavucdequaquddnudcassaccacadhaade Seccereccccccccccoccccccccccsccccccces 6B AMIR SURES 
—€ pip laiaaeassttecanteneteessness edewecdencednasendeceass evccccccccccce . 4 
apital an MMII cc ccccccccuteccstseuace dutngssddeadducacecadcecuceueds euaee 4 . 
Tasarenes PU aacncccaccavdcccceceaauas Ge tenddecndsadateceacuedsess ateceee ni iss aaite 
PayMRents: Ge WelteGRONGGGO «0c ccccccccocccvcwccscsaccecccccces auccdedecdvens ‘ 435.45 


JOHN G. WALKER, President 





Total Payments to Policyholderg since Organization..... we aendaeste coccceee $27,720,708.43 
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Sigourney Mellor 
and Company 


NEW YORK 
21 East 40th Street 


PHILADELPHIA 
630 Widener Building 











AGENTS TO INSPECT COURT 

Believing that the Philadelphia Asso- 
ciation of Life Underwriters should par- 
ticipate in general welfare and life ex- 
tension work, and be recognized as be- 
ing interested in such philanthropy, 
President J. C. Staples has arranged 
with President Judge Charles L. Brown 
of the Philadelphia Municipal Court for 
a committee ot the association to in- 
spect the activities of the court. The 
inspection will take place late in Octo- 
ber or early in November. The follow- 
ing committee has been named: Arthur 
D. Murphy, Home Life of New York, 
chairman; E. J. Berlet, Guardian Life; 
Thomas L. Fansler, Northwestern Mu- 
tual; Clayton Hunsicker and Frank D. 
Buser, Fidelity Mutual. 





DEATH OF J. FRANK TREAT 

The Guardian Life in its home office 
publication gives a third of a page to 
the death of J. Frank Treat, known as 
“Dad” Treat, the oldest manager in 
point of service in the company. He 
has been with the Guardian for twenty- 
seven years and was head of the Fargo, 
N. D., Agency. He left a host of friends. 





ROGERS MADE PRESIDENT 
The semi-annual meeting of the board 
of trustees of Alfred University of Al- 
fred, N. Y., was held at the Lawyers 
Club recently and O. S. Rogers was ap- 


pointed president of the board of trus- 
tees. 








HOME LIFE | 


INSURANCE CO. 
NEW YORK 


WM. A. MARSHALL, 
President 








The 43nd Annual] Report shows: 
Premiums received during the 
DORE: DP ch tadweidneninbuemdanne 
Payments to Policyholdere and 
eir beneficiaries in Death 
Claims, Endowments, Dividends, 
Amount added te the Insurance 
danidnasade eves 2,121,307 
1,964,056 


96,990,347 








WE a snnndcdendaanecesenadananase 
($642,638 in excess of the amount 
required to maintain the a] 

Actual mortality experience §3. 
of the amount expected. 


Insurance in Force.........++++..$223,116,087 
Admitted Assets cmenneneneenig 


For ayency apply to 
GEORGE W. MURRAY, 


Superintendent of Agents 
256 Broadway New Yark 
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Build Your Own Business 
under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1650 














Membership December 31, 1921 
Assets 


Increase in Surplus 








Homer Building, 


STUDY THESE FIGURES 


From the MOST SUCCESSFUL YEAR of 


ACACIA MUTUAL LIFE ASSOCIATION 
New Insurance Issued.............. wid aia dma as eacsloletate . $42,448,000.00 
Gain in Insurance in Forees so. 6 icccccccacevecee «seee+ $30,124,750.00 
Insurance in Force December 31, 1921............+-. .- -$101,222,295.00 


ee ee | 


Paid to Beneficiaries Since Organization..... 
A FEW ADDITIONAL FIELD MEN NEEDED 
A RARE OPPORTUNITY—FOR MASONS ONLY 
Send Inquiry to 


WILLIAM MONTGOMERY, PRESIDENT 















Re rere Tet. siseneue 55,148 
$4,613,494.57 
$1,518,954.00 
$1,282,156.00 
$225,575.00 
$2,363,465.00 
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Washington, D. C. 








roe nese 














Nae mec, <r 


10 THE EASTERN UNDERWRITER 





October 27, 1922 











Live Topics For 
Actuaries in St. Louis 


AMERICAN INSTITUTE TO MEET 


Disability, Substandard, Reinsurance, 
Conservation and Agency Prob- 
lems on the Program 





ee - 


Interesting discussions have been ar- 
ranged by President Cathles and others 
for the fall meeting of the American 
Institute of Actuaries, to be held in St. 
Louis, November 2-3 at the new Chase 
Hotel. There will be no formal papers. 

The program in part follows: 

1. Conservation of Business. 

(a) The consideration of the discontinu- 
ance of an old pclicy, the assured to 
take out a new contract limiting the 
number of premiums to the pre- 
mium-paying period of the old con- 
tract, or limiting the amount of the 
policy to the face value of the con- 
tract less any loan standing against 
it. 

(b) Should any modification be made in 
the usual rules for changing poli- 
cies from higher to lower premium 
plans, or in the reduction of poli- 
cies, particularly hefore such poll- 








Are You of General Agency Calibre? 


The Franklin Life Insurance Company offers you every- 
thing desirable for building up a profitable General Agency. 


Plenty of unoccupied territory. 


Plain, understandable policy contracts on the Guaranteed 
Low Cost plan, free from trouble-making frills. 


Liberal commissions, both first year and renewal. 


A Company with an enviable reputation for square deal- 
ing with policyholders and agents. 


For particulars write to 


The Franklin Life Insurance Company 


Springfield, Illinois 











cies have acquired cash values? = =. 





(c 


The problem of the “Twister” and 4 
“Insurance Adviser.” The best : 
methods of handling their state- 
ments. 


Disability and Double Indemnity 

Jenelits. 

(a) The practice of companies with re- 
spect to adding disability and dou- 

(d) Evidence of insurability required ble indemnity benefits to existing 
for change of plan. policies. 

(b) What is the proper limit of monthly 
life income per $1,000 of insurance 
for the permanent and total disabil- 
ity benefit? 

(c) Advisability of limiting the amount 
of disability benefits granted at the 

(b) The practice of companies as to younger ages at entry. 

evidence of insurability required for (d) The insertion of a clause providing 

reinstatement, taking into consid- for increased benefits five or six 

eration personal and family history, years after the claim has been in- 
occupation and habitat. curred. 

Should the reinstated policy be re- (e) The insertion of a clause providing 

issued at an advanced age and for the charging of premiums as a 

dated forward from the original loan should disability occur after 

date of issue so as to eliminate, if age 60. 

possible, the period during which ({) Is Hunter’s table a sound basis for 

the policy was not in force? disability premiums when the dis- 

ability clause states that three 
months’ total disability shall be ac- 


(e) Adjustment of commissions in case 
of change. 
2. Reinstatement of Lapsed Policies. 
(a) The desirability of more liberal re- 
instatement privileges. 


3. Agency Problems. 
(a) Is it desirable that the education cepted as evidence of permanent 
of the agency force be handled by disability? 
the home office - OF the te OF out 5. Substandard Insurance. 
side institutions? (a) Basis of premium rates for sub- 
(b) Commissions payable standard insurance. 
agency contract. (b) Has the ratio of actual to expected 
The proper grading according to mortality where the rating was 
plan, based on accepted statistics been 
The limitation of commission at found to differ materially from the 
advanced ages, ratio on substandard classes where 
The limitation of commission on there were no statistics for de- 
large risks which are reinsured. termining the rating? 


under an 


(c) The payment of commission where (c) Disability benefits on substandard 
premium is paid by policy loan or lives 
automatic non-forfeiture loan, 6. Reinsurance. 


(d) The assistance which an actuarial (a) Advantages and disadvantages of 
department can rendér to the field reciprocal reinsurances arranged 
force. between a group of companies. 


(b) What points must be considered 
when determining the limit of risk 
a company can retain on one life? 
What justification is there for hav- 
ing a larger limit under a_ policy 
with double indemnity than under 
a policy without double indemnity? 
(d) How is the limit of companies af- 
fected in event of the policy con- 
taining a disability clause provid- 
ing for payment of a monthly in- 
come and waiver of premium? 


(c 


MRS. LIVINGSTON STARS 

Among the new stars in the ranks 
of Aetna premium producers is Mrs. 
G. C. Livingston of Worcester, Mass. 
She started with the W. M. Crory Co., 
general agents at Jacksonville, Fla., in 
July, 1921, and within the period of a 
year wrote premiums aggregating $11,- 
900. She spread her business over a 
wide field securing a fair volume of 


accident, automobile and inland marine 


business. Mrs. Livingston’s success is 
the more noteworthy because of her 
triumphs over some of the best men pro- 
ducers in the agency. Lately she left 
Klorida due to changes in her husband’s 
business and is now stirring up some 
of the dormant energy in certain repre- 
sentatives of rival companies in the 
New England city. 


NEW YORK LIFE DINNER 
A number of prominent men in insur- 
ance and finance attended the dinner 
of the Social Club of the New York Life 
Insurance Company, which has 673 
members, at the Waldorf-Astoria Mon- 
day night. 











(From the 1922 Report of the Special Committee 
of the Amvrican Life Convention) 

One of the results of conducting a 
substandard business is to broaden the 
field of the agent. The additional op- 
portunity offered to the agent in this 
manner, however, is perhaps not so 
large as is commonly thought. The 
rejections of the average company do- 
ing a standard business will ordinarily 
range from 11 per cent to 15 per cent 
of the business submitted, say 12 per 
cent as a rough figure. If a compre- 
hensive program is devised, it will prob- 
ably be possible to cover about one-half 
of these rejections by means of sub- 
standard policies which would mean 
about 6 per cent of the agent’s business 
on the average. The proportion of sub- 
standard policies issued which are final- 
ly delivered varies considerably in dif- 
ferent companies, ranging roughly from 
one-fourth to three-fourths. If a com- 
pany entering this field places one- 
fourth to one-half of its substandard 
policies, it is apparent that the addi- 
tional business from which the agent 
received benefit is relatively 
small and may even be overbalanced 
in the agent’s mind by the disappoint- 
ments he has on the undelivered cases, 

Extreme care should be exercised in 
considering applications tendered by in- 
dependent brokers, or by the represen- 
tatives of other companies, as experi- 
ence has shown that such risks fre- 
quently have been “shopped around” 
and that the applicants have such a 
degree of impairment that they are will- 
ing to accept any form of substandard 
policy which may be issued to them. 


In all such cases it is almost a fore- 
gone conclusion that there will be a 
selection against the company result- 
ing in an unfavorable experience on 


some 


such risks. 


It is also a matter of common knowl- 
edge that many applicants who know 
themselves to be impaired improve tem- 
porarily under the “coaching” of brok- 
ers and frequently under medical treat- 
ment so that they succeed in securing 
insurance at premium rates to which 
they are not properly entitled. Such 
brokers secure as many ratings as pos- 
sible and then deliver the most favor- 
able ones. 





You can’t get business every day, but 
you can get business any day, says a 
Connecticut Mutual man in “Conmu- 
topics.” 








Incorporated in 1862 in the Commonwealth of Massachusetts 





Named JOHN HANCOCK in honor of the first Governor of Massa- 
chusetts, and first signer of the Declaration of Independence. 

In 60 years it has grown to be the largest fiduciary institution in 
New Eng!and. 

Policies made secure by reserves maintained on the highest stand- 
ard with an adequate Contingent Fund providing protection against all 
emergencies. Total Assets, $239,693,000; Policyholders’ Reserves and 
all Other Liabilities, $226,361,000; Contingent Fund, $13,332,000. 

Policy contracts include all equities and options. 

Business done through agents. Information and advice on any 
matter relating to life insurance are available at any time through the 
Agencies or Home Office of this Company. 






LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 























Incorporated 1851 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


MUTUAL 





Springfield, Massachusetts 





A company which throughout the seventy years of its history 
has ever enjoyed—because of its square dealing toward all 
and its long record of low net cost—the good will of its 
policyholders, the confidence and esteem of the insuring 
public, and the loyalty of its representatives. 











JOSEPH C. BEHAN, Superintendent of Agencies 
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I’ve just had a visit from a represen- 
tative of the Life Extension Institute. 
He gave me a card which starts off with 
this friendly appeal: ‘Do you face facts 
or dodge them?” and that was as far as 
I read. Bing! the waste basket got it. 

Now, why in the nature of things does 
a salesman start off by asking me a 
question which, when reduced to its 
lowest terms, at least suggests I am a 
vacillating, indecisive sort of a fool? 

Do I face facts or do I dodge them? 
Isn’t that a “pretty dish to set before a 
king?” Doesn’t that sort of a question 
naturally rile a fellow? 

And yet, friends, Romans, country- 
men and insurance solicitors, there’s a 
great deal of this sort of thing going on 
every day on the part of alleged sales- 
men who really, you know, ought to 
quit it. 

Another Bad Introduction 

F’rinstance: Today I opened a cir- 
cular letter from a life insurance com- 
pany. Here’s the way it began: “If 
you should suddenly be called upon to 
terminate your business activities——” 
Swish—the waste basket again because 
this lovely introduction suggests either 
that I am about to at once retire with 





FRATERNAL RESOLUTION 





American Congress’ Reiterates Its 
Position Relative to 
Contributions 





This resolution was adopted by the 
American Fraternal Congress at its 
Denver meeting October 5: 

Whereas, the American Fraternal 
Congress stands and has always stood 
in favor of contributions of members 
based either on a table of rates not 
lower than the National Fraternal Con- 
gress Mortality Table with interest as- 
sumption not higher than 4%, or on 
contributions based on a Society’s own 
experience covering a period not less 
than twenty years and one hundred thou- 
sand membership with interest assump- 
tion of, not more than 4%, as now pro- 
vided in the New York Conference Bill, 
as adopted in most of the states, and 

Whereas, the American Fraternal 
Congress believes and has always be- 
lieved that the provisions of the Mobile 
Bill and the New York Conference 
Amendments thereto relating to contri- 
butions and all other subject matters 
therein should be enforced and that 
no further amendments thereto are 
necessary. 

Therefore be it resolved, that the 
Committees on Departmental Rulings 
and Legislation of this Congress are 
hereby instructed to use all possible ef- 
forts to carry this resolution into effect. 


a fortune, or much more likely kick off 
immediately to become a member of 
the Choir Invisible, which, in spite of 
my orthodox bringing up, is an unpleas- 
ant thought. 

Well, you say, how should the poor 
scribe begin it? I'll reply that I don’t 
know because I’ve given no thought to 
the subject, but if 1 were an insurance 
man or if an insurance company should 
ask me to write a sales letter, believe 
me, I’d do a whole lot better than that; 
yes indeed I would. 

It sounds to me too much like a com- 
munication from the undertaker or the 
last word from my attorney, his appeal 
to the Governor for clemency having 
failed. 

Author? Author? 

Who in Heaven’s name composes or 
decomposes letters like that? Not a 
real, live, successful, human sort of a 
solicitor, I’ll say. 

And the confounded things keep a- 
coming. There’s a casualty outfit’s ad- 
vertising folder asking me right off the 
bat if I realize when I go for a motor 
ride that I’m more than likely to be 
killed or all busted up at the first grade 
crossing. 

Does that sort of appeal influence the 
average man to buy accident insurance? 
No, it’s more likely to make him put 
the agent in a position where he’ll need 
to collect accident insurance himself; 
i. e., provided he survives the attack. 

Now, some folks won’t agree with me, 
I'm sure, but as Mark Twain once re- 
marked: “It’s the difference of opinion 
that makes horse races.” 


Sha nlrage naoke_ 


KUHNS GETS BIG MOOSE 

President George Kuhns of the Bank- 
ers Life of Des Moines has returned 
to his office after a three weeks’ hunt- 
ing trip in the Jackson Hole country of 
western Wyoming. Besides having a 
first-rate time, Mr. Kuhns brought back 
with him the head and horns of a three- 
year-old bull moose, thus illustrating his 
powers as an expert disciple of Nimrod. 
The head is being mounted in Denver 
and will shortly grace the walls of the 
home office. Mr. Kuhns says that he 
shot the moose from a distance of over 
five hundred yards. 








Stuart B. Rote, who has been appoint- 
ed general agent for the Connecticut 
Mutual for Northern New Jersey, with 
headquarters in the Firemen’s Building, 
Newark, has represented the company 
as its general agent in Wilkes-Barre, 
Pa., for almost six years 





























American Central Life 


Insurance Company 


INDIANAPOLIS, INDIANA 


Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 
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“TO PAY THE MAN WHO SWEATS THE BLOOD” 


“I have just read an article in the August 31 
edition of the National Underwriter Life Edition 
which fully defines your official position and 
attitude of broader service. 

“You have certainly justified the practice of 
your Company in having made public the fact 
that you are open for all such desirable business 
as the representatives of other kindred compa- 
nies and brokers have to offer the Missouri 
State Life. 

“While yet only thirty-eight years on earth 
and fifteen years of that period spent in the Life 
Insurance business—it does my soul good to have 
lived long enough to know beyond doubt that the 
next year or two will force the self styled ‘Simon 
Pures’ to pav the man who sweats the blood to 
produce the business both first year’s and subse- 
quent years’ commissions as you have pointed 
out on a non-forfeitable basis. 

“T sincerely admire your position that the Life 
Company which skims the cream of physical fit- 
ness and brags of its low mortality renders a 
contemptible service which is a_ product of 
miserly souls and the field men of this great 
business have come to so regard it. 

“In all of this you have my admiration in a 
very big way because you are blazing trails of 
service to hundreds of thousands of insurers and 
insurants—all of which will become acceptable 
to and practiced by all reputable Life Companies 
in the near-future years—just like the much 
hooted disability and double indemnity benefits 
which are now issued and eulogized by all Life 
Companies today.” 





Copy of a letter received by an Officer of this Company from a large personal 
producer of another Company. 


In our preceding advertisement in this paper, we published the copy of a typical 
letter received from a leading General Agent of another Company regarding our 


Plan of handling surplus business. 
Companies. 


ew 


standard and substandard, from Agents of other 


The letter above expresses the viewpoint of the man in the field who struggles 


day after day to get the business 


the expressions received from the Fieldmen more 


forcibly impress the justice and fairness of our plan than any arguments we might 


advance. 


Under our New Plan, we extend to the Insurance Agent because he is rightly 


entitled this recognition—liberal first year commissions, guaranteed non-forfeit- 
able renewals, and the same privileges our own Agents receive, such as the privileges 
to qualify for Club Convention trips, particularly the Pacific Coast trip next July. e 
have extended and liberalized our substandard coverage. 


Missouri State Life 


M. E. SINGLETON, President 


Life 


Insurance Company 


Accident Health 





Group 


Home Office: St. Louis 
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FIRE INSURANCE AS A CAREER 

President Bartow of the Queen, who 
is also president of the New York Fire 
Insurance Exchange, delivered an im- 
portant speech before the Insurance So- 
ciety on Tuesday night. It had to do 
with the crying need of the business 
for efficient, diplomatic men, and more 
particularly with the development of 
the younger men. 


In Mr. Bartow’s opinion there is a 
shortage of young men fitted for execu- 
tive positions, and he attributed this to 
the existing “system of bureaucracy.” 
Too little reliance is placed on self- 
reliance; too much on the bureaucracy 
which has grown up. He believes in 
uniformity, but not in universality. The 
system, often complained of, does not 
bring out initiative. It takes a long 
time to get started. Much talent is 
crushed through lack of opportunity. 

How, then, to make this talent count 
for its true worth? Mr. Bartow is a 
constructive critic. He would make 
training more general instead of start- 
ing men in to be specialists. He would 
widen the groove; broaden the interest. 
What he says along this line merits 
attention, not only from the younger 
men but the older underwriters: 


Now let us consider the graduate 
from the technical schools. What hap- 
pens? He wants to employ his engi- 
neering knowledge at once and applies 
to our inspection bureaus, where he is 
accepted. He is about 22 years of age 
and spends say two years at inspection 
work, and then it comes to him that he 
must attach himself to some good com- 
pany if he hopes to advance very far, 
but he has no knowledge of the rudi- 
ments of the fire insurance business. 
He is a good inspector, he knows the 
chemistry of hazards and can tell at a 
glance whether the graduated pipe sizes 


-of a sprinkler equipment are correct, 


but reinsurance, return premiums, un- 
derwriting profit, etc., are unknown to 
him. He joins the staff of a company 
and at 24 begins to learn about fire in- 
surance. He should reverse himself. 
He should be apprenticed to a company 
office at a compensation commensurate 
with the value of his education, and 
take up his elementary training first, 
then go to the inspection bureau for, 
say, one-year, and return to his com- 
pany. 

The same door should be opened to 
the promising men in our offices who 
have no technical or college education. 
Let them not be discouraged—a college 
education is not essential to success in 


CONNECTICUT AGENTS MEET 
Fred V. Bruns Makes Plea for Co-opera- 
tive Advertising; Case at 
Banquet 





The Connecticut insurance agents met 
on Wednesday of this week at the Hart- 
ford Club in annual session, there being 
about fifty-eight present, including a 
few sp@cial agents. On Wednesday 
night President Case spoke at the ban- 
quet. 

The morning session was devoted 
largely to the discussion of the subject 
of dues. In the afternoon Fred V. Bruns, 
of Syracuse, made one of his character- 
istic talks in which he told agents the 
best way in which they could present 
themselves to the public. He said that 
whenever there are more than three 
ugents in a town they should get to- 
gether and organize, forming a club or 
some other body. He favored co-opera- 
tive advertising and referred to daily 
newspaper card advertising as charity. 
“Newspapers do not need any charity,” 
he said. “Co-operative advertising 
should talk about something definite, 
even if it were only the necessity of 
cleaning out flues.” He told of how 
the company advertising in insurance 
papers ‘is improving and added that the 
companies were doing so much for the 
agents that the agents should co-ope- 
rate. In discussing the importance of 
agents getting together he gave this 
truism: ‘Competitors look different 
across the table than they do across the 
street.” 

The following officers were elected 
for the coming year: Donald G. North, 
president; Harold W. Hatch, vice-pres- 
ident; Mrs. Frank S. Rice, secretary- 
treasurer; Tracy B. Warren’ and 
Charles KE. Puffer, honorary  vice- 
presidents, 

NEW EASTERN MANAGER 

T. W. Frier has been appointed man- 
ager of the eastern department of the 
Employers Indemnity of Kansas City, 
with headquarters at New York. He 
succeeds W. W. Williams, who has been 
in charge of the department since Ralph 
Newman resigned his position a few 
months ago, and who has returned to 
the home office. Mr. Frier is well 
known in casualty circles, having been 
engaged in the business at Buffalo for 
the past twelve years. 

G. Z. DAY TO MAKE CHANGE 

George Z. Day, who for twenty-five 
years has been with Crum & Forster, 
has been appointed assistant general 
agent of the Tokio and will be secretary 
of the Standard, the appointments being 
effective November 15. Mr. Day is a 
man of unusual ability and has a splen- 
did reputation among insurance men 
generally. 


E. B. ANDERSON RESIGNS 
Edward B. Anderson, superintendent 
of the burglary insurance department 
of the Royal Indemnity, has resigned 
his position, which becomes effective on 
October 31. 


TAX LITIGATION 

The North American Accident of Chi- 
cago was selected by the casualty com- 
panies as one of the four companies to 
be named as parties respondent in the 
Illinois tax premium litigation now 
pending before the Illinois Supreme 
Court. 


RYAN GOING WITH BEST 
Managing Editor Ryan, of the “Spec- 
tator,” has resigned, and will go with 
the A. M. Best Co. 





PHOENIX MUTUAL INQUIRY 


The Phoenix Mutual Life has an- 
nounced to its field managerial staff 
its results in the study regarding the 
selection of the right type of salesmen. 


fire insurance. It is always desirable. 
I say it is not essential, but sound com- 
mon sense and experience are indis- 
pensable. 





THE HUMAN SIDE OF INSURANCE 


e 





* 





a nape 





ACTUARIES 


Some of the great figures in the 
actuarial world were photographed 
standing on the steps of the Hartford 
Golf Club last week. The actuaries had 
gone to Hartford to attend a convention 
of the Actuarial Society of America. In 
the front center is seen Robert Hender- 
son, president of the Actuarial Society 
of America, and a vice-president of the 
Equitable Life Assurance Society. In 
the second row, lett to right, appear 
President Macauley, of the Sun Life, 


W. P. Nelson, of W. L. Nelson & Co., 
general agents at Memphis, Tenn., was 
in town several days during the past 
week. “Pete,” as he is affectionately 
known throughout the southland and 
no little of the North, East and West, 
pleads guilty to being in years, fifty-six 
old, in spirit twenty five. The Nelson 
office is a real going affair. He advised 
The Eastern Underwriter that he had 
represented the Globe & Rutgers for 
more than twenty-two years, in fact, 
he represented the Globe, which with 
accretions, became the Globe & Rutgers 
and he has watched it grow from its 
cradle days to the very promising and 
genuinely attractive $50,000,000 youngs- 
ter to be seen in the building at John 
and William streets today. 

* * * 


W. F. Barton, manager of the loss 
department of the North British & Mer- 
cantile, who has been attending the 
convention of the Fire Underwriters 
Association of the Northwest, returned 
to his office on Monday of this week. 

* @ @ 


William S. Akin, who has charge of 
the advertising department of the “In- 
dianapolis Star,’ is doing good work 
for insurance in that city. 

* * * 


J. A. Hawkins, who has been Super- 
visor of Northwestern Agencies for the 
past year and a half, and who has been 
connected with the Lincoln Life for a 
number of years, has accepted a posi- 
tion as Agency Supervisor with the 
Midland Mutual Life. 

* * a 


Miss Joyce Buchanan, who is with 
the John Hancock Mutual Life and who 
is to be married, was the first American 
girl to matriculate at Oxford University. 
She is also a graduate of Vassar. Ox- 
ford became co-educational in 1920 and 
Miss Buchanan entered the University 
in the fall of that year, 


AT HARTFORD 


and D. G. Alsop, actuary of the Provi- 
dent Life & Trust. 

In the rear row, left to right, are J. S. 
Thompson, secretary of the Actuarial 
Society and assistant actuary of the 
Mutual Life; W. A. P. Wood, actuary 
of the Canada Life; Arthur Hunter, 
wctuary of the New York Life; A. A. 
Welch, vice-president and actuary of 
the Phoenix Mutual Life; Wendell M. 
Strong, associate actuary of the Mutual 
Life, and E. E. Hardcastle, actuary 
Union Central. 


Harry J. Miller, third vice-president 
of the Metropolitan Life, was recently 
the guest of managers of the Empire 
State Territory of that company at a 
Waldorf-Astoria dinner. Among those 
who spoke was A. F. C. Fiske. A Tif- 
fany watch was given to Mr. Miller by 
the managers. At a later date Mr. 
Miller was guest of honor at a dinner 
given to him by the superintendents of 
agencies of the company, the event tak- 
ing place at the Siwanoy Club, Mt. Ver- 
non, N. Y. He was given a scarf pin at 
the dinner. Mr. Miller’s promotion to 
the third vice-presidency made a hit 
with members of this great organiza- 
tion. 

* * 8 


Frederick Ackerman, special agent of 
the National Union, attended the Blue 
Goose annual meeting and banquet in 
Chicago last week. Mr. Ackerman, it 
will be recalled, put 200 members into 
the organization by his own individual 
efforts. He showed in Chicago that he 
had not lost his swing by signing up 
J. Harvey Patterson, of the Western 
Sprinkler Risk conferences; and Robert 
M. Nevins, in charge of the companies’ 
service office at St. Paul. 

* * * 

William Thornton, formerly  corre- 
spondent extraordinary at Jackson, 
Miss., for several insurance papers, and 
who at one time had negotiations with 
the National Association of Insurance 
Agents, is now with the Life Insurance 
Company of Virginia. It has been said 
of Mr. Thornton that so well did he do 
the work of a correspondent in Jackson 
that officials of insurance companies 
had to wear sound destroyers to pre- 
ent their breathing being known to him 
and in turn broadcasted in the news 
columns of his papers. 

+ * * 


Captain James B. Moody, Jr., Hart- 
ford insurance man, hag received a lov- 
ing cup from his former comrades in 
the Seventy-sixth Division. 
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New Mutual Scheme To 
Tie Up Country Banks 


HOLD OUT LURE OF DEPOSITS 





Property Owners’ Federation, Red 
Wing, Minn., Claims to Be National 
in Its Operations 





Into the hands of almost every small- 
town banker in lowx and Minnesota has 
been placed the propaganda literature 
of the “Property Owners Federation, 
Inc.,” national headquarters, Red Wing, 
Minn., which announces “community 
economics.” The letter head of the 
Property Owners Federation declares 
that it is “a service corporation for fire 
prevention and rate reduction—not an 
insurance company.” 

Because of the Federation’s announce- 
ment that it is “national” in its scope, 
The Eastern Underwriter prints here- 
with some of its literature. 

The first announcement to the public 
direct is addressed “To the Fire Tax 
Fayers of the Smali Towns of Iowa.” 
It follows with an announcement of “a 
saving of 30% in the cost of your fire 
insurance.” 


Copy of Initial Letter 

This is the letter, which is signed by 
Secretary K. Neutson, of the Property 
Owners Federation: 

“Your banker has all the details of 
this matter and we suggest that you see 
him as soon as possible. The field is 
large and we are turning our attention 
to the towns that want this saving in 
the order in which we hear from them. 

“Hand-in-hand with this saving goes 
better fire insurance than you are now 
buying and Permanent Premium De- 
posits in your local banks. 


“1. A 30% saving annually; 
“2. Better Fire Insurance; 
“3. More money in your local banks. 

“This is a matter of community econ- 
omy. Money saved to a community 
means more goods bought and more 
bills paid and the benefit derived from 
permanent cash deposits in your local 
banks is obvious, not to mention better 
protection under your fire insurance 
policies, 

“All of the above is being offered to 
your town through your local banker 
by a number ot old substantial mutual 
fire insurance companies and the Prop- 
erty Owners Federation, Inc., (see Joint 
Financial Statement and Memoranda of 
Local Agency Agreement enclosed), and 
we suggest that you have a talk with 
your banker as soon as possible so that 
he can arrange matters for an early 
start in the direction of the substantial 
saving, better fire insurance and perma- 
nent deposits as outlined above.” 


Letter to Bankers 


A letter addressed to “the country 
bankers” reads: 

To the Country Bankers:—In our first 
letter to you regarding a financial con- 
nection between the country banks and 
the Mutual Fire Insurance Companies, 
we stated that such a connection was 
contingent upon active co-operation be- 
tween the banks and the companies, and 
it is probably in order to amplify this 
statement a bit, but in the limited space 
of this letter we will have to speak 
rather bluntly, It is impossible to “say 
it with flowers.” 

Mutual insurance as a system is a 
community matter and such companies 
as the mill, grain, lumber, hardware and 
implement mutuals have gathered about 
them an abiding constituency of policy- 
holders who renew their policies year 
after year without expense to the com- 
panies until they have reduced their 
expense ratios to as low as 10% in some 
Instances and are paying dividends of 
50 to 60% to their policyholders. Theirs 
is a matter of community economics in 


which agency commissions have no 
place. . 

Years ago when the mill, grain and 
lumber interests, as well as the retail 
hardware and implement merchants, de- 
cided to establish mutual fire insurance 
systems of their own, it would have 
heen practicable as well as in line with 
the desires of these interests to have 
deposited the premiums in local banks 
on time C. D.’s and in like manner con- 


LOCAL AGENCY AGREEMENT 


A memorandum of local agency 
agreement, between the Property 
Owners Federation and the banks 
follows: 


Whereas the Property Owners 
Federation, Inc., Red Wing, Minn., 
is materially reducing the cost of 
Fire Insurance to the smaller towns 
through co-operating mutual com- 
panies and is also laying the foun- 
dation for securing permanent de- 
posits for co-operating local banks 
on Annual Certificates of Deposit, 
therefore, the Undersigned Bank 
and its officials, in consideration of 
the following stipulations hereby 
agree to loyally assist in every pos- 
sible ethical way to further the in- 
terests in this town of such Mutual 
Fire Insurance Companies, (intro- 
duced to us by K. Neutson & Son 
of the Property Owners Federation, 
Inc., Red Wing, Minn.), as are of a 
| strength and stability satisfactory 
to us. 


STIPULATIONS 


1. A Local Agency shall be placed 
with the Cashier of this Bank. 


2. All policies are to be issued at 
the State Office and sent to said 
bank to be delivered and the pre- 
miums collected. 


3. The Companies shall supply said 
Agency with binding authority 
and Binder Certificates to be 
used as needed. 


4. This bank shall remit monthly, 
in cash, to the Mutual Compan- 
ies the premiums collected dur- 
ing that month and in considera- 
tion of no commissions being 
paid, the premiums collected by 
this agency during any given 
year shall remain on deposit in 
this bank throughout the follow- 
ing year under an annual C. D. 
at the same rate of interest as 
paid to local depositors on simi- 
lar deposits except that the in- 
terest shall be payable semi- 
annually and an advance de- 
posit shall be made approxi- 
mating the premium collections 
anticipated for the first year. 


5. A satisfactory depository bond 
or guaranty is to be furnished 
by the Bank. 

6. No commissions are to be paid 
to the Local Agency mentioned 
above and said Local Agency 
shall have no claim of any na- 
ture on the business it has aided 
in placing with Mutual Compan- 
ies. 

7. This agreement is intended as 
the basis of an abiding connec- 
tion and is founded on loyal com- 

| munity service on the part of 

i} both parties hereto, and shall 

continue indefinitely so long as 

the stipulations hereof shall be 














respected and fulfilled by both 
parties hereto. 


Pacers 1 


tinuing the reserves and surplus in local 
bank circulation, but the attitude of the 
banker-agent and his tenacity in holding 
to his commissions even in the face of 
the community aspect of the mutual 
system, was such that these companies, 
now that they have grown great regard- 











STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Capital 
ONE MILLION DOLLARS 


Surplus 
ONE MILLION DOLLARS 


Head Office: 80 Maiden Lane, New York 
JOSEPH A. KELSEY, President 



































Pride In Company Reputation 


HE officers of the Cleveland National believe they may take pride 
in the receipt of a letter from an office to which they had written 
discontinuing a business arrangement, reading in part as follows: 


“Let me take this opportunity to state that I have observed the 
management and progress of your institution for the past few years, 
| and I feel the results achieved should be most highly gratifying to those, 
who truly have the best interest of the ‘Cleveland National’ at heart. 


“During the past few years your company has decidedly built for 
character. It is a quality very hard to define, and yet it is not invisible 
to those who observe it with more than superficial study. Apparently 
the affairs of the company have been administered with that practical 
good sense, careful sound judgment and thoroughness in small things 
that means so much and wins the approval of the better thought of 
the business. 


“You will understand from this that we have grown to hold your 
company in high regard and you will, therefore, realize that we more 
keenly regret its loss.” 





The Cleveland National 


Fire Insurance Company 
CLEVELAND, OHIO 


E. Kimball, President 
Guy E. Wells, Vice-President 





Wm. C. Doolittle, 
Asst. Sec’y-Treas. 


Archibald Kemp, Sec’y-Treas. and Managing Underwriter 














CRUM & FORSTER 


GENERAL AGENTS 


310 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 


New York State Fire Insurance Co., 
Albany, N. Y. 


The North River Ins. Co., N. Y. 
United States Underwriters’ Policy, N. Y. 
Union Fire Ins. Co., Buffalo, N. Y¥. 


Guaranty Fire Assurance Corp., 
New York 


United States Lloyds, Inc., N. Y. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 


H. JUNKER, Mgr. Pacific Coast Dept. 
San Francisco, California 


HINES BROS., Managers, Texas Department, Mc Kinney, Texas 
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less of the banker-agent’s efforts to the 
contrary, are investing their funds 
through more friendly connections. 

In view of the foregoing paragraphs 
nothing more need be said as to why 
the mill, grain, lumber, hardware, im- 
plement and other successful mutuals 
with millions of assets have not left 
their premiums on deposit for the use 
of the communities through regular 
banking channels, and the crux of the 
matter is, what will be the relation dur- 
ing the coming years between the 





— 

] BANK’S APPROVAL 

} Mail to the Property Owners, Fed- 
eration, Inc., Red Wing, Minn. 

| State..... 

Regarding Agency Agreement 


| 

| 

| TOWN... County.... 
1| 

| The Memoranda of Local Agency 
|| Agreement meets with our approval 
|| as a basis for co-operation between 
] us and Mutual Companies of satis- 

| factory financial standing. 

| What amount of personal respon- 
|| sibility above exemptions can you 
|| conveniently arrange on a deposi- 
1] 
| 


tory bond? $...... 








Remarks 


banker-agent and the mutuals that are 
now going after the general business 
along much the same lines as the class 
mutuals, (mill, grain, lumber, hardware, 
ete.). The banker-agent has seen his 
mill, grain, lumber, hardware, imple- 
ment and some general mercantile busi- 
ness slip from his agency into mutual 
companies, bur his attitude has prevent- 
ed his bank and his community from 
having the use of the premium deposits. 

A number of good substantial mutual 
companies ranging in age up to fifty 


years or more with combined assets 
running into the millions (see financial 
statement enclosed) are going after the 
general mercantile business on a basis 
of 380% dividends to policyholders, 
which is the same dividend paid by the 
hardware and implement mutuals at the 
start, (40% dividend on dwelling risks.) 
How soon thev will increase such divi- 
dends~depends on how quickly they get 
a satisfactory volume of mercantile pre- 
miums at moderate expense, and how 
jong the smaller towns hold down their 
losses. Naturally the campaign does 
not provide for agency commissions. 

These mutual companies are perfect- 
ing plans to make an intensive drive 
tor general mercantile business of the 
smaller cities and towns, but before 
making any direct move in this cam- 
paign they are offering to co-operate 
with the banks that will actively assist 
in putting mercantile premiums on their 
books, allowing the total premiums to 
remain in the co-operating banks in line 
with Section 4 of the Memoranda of 
Agency Agreement enclosed. 

No collateral is required as security 
for the above mentioned deposits. All 
that is necessary is a satisfactory de- 
pository bond of personal surety in the 
nature of a Guarantors’ Agreement sign- 
ed by at least three responsible parties. 
This matter of indemnity back of coun- 
try bank C. D.’s is not aimed at any 
one bank. It is a part of the process 
involved in the building of an abiding 
connection that will become more and 
more valuable as times goes on, to the 
banks as institutions and to the busi- 
ness interests of their respective com- 
munities. 

We await your approval of the en- 
closed memoranda of agreement as a 
basis for future co-operation. 


K. NEUTSON, Secretary. 





Frank W. Heller, of Schlessinger- 
Heller Company, fire insurance agents 
of Newark, is spending two weeks’ va- 
cation in the mountains. 











Incorporated 1849 


Metropolitan Fire Agent 


C. G. Smith 
1 Liberty Street 








SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


Geo. A. Hill, Jr., Special Agent 


Cash Capital $2,500,000.00 


Service Department 


1 Liberty Street 




















BUSINESS IN JERSEY FALLS OFF 





Situation Puzzles Jersey City Agents 
Who Cannot Account for 
Sudden Lull 





Jersey City insurance circles are as 
quiet as the proverbial church mouse. 
Agents and brokers over across the 
Hudson are puzzled at the quiescent 
state of affairs at a time of year when 
it should be otherwise. 

“A year ago we were unusually busy,” 
said one of the members of the agency 
of Van Houten & Sherwood, “but things 
have been slowing up here at a rather 
unusual rate of late. We cannot ac- 
count for it. At this time of year people 
generally renew their fire insurance 
policies for the ensuing year but this 
year they do not seem to be making 
any move in that direction. Whether 
it is due to the election or general bus- 








Actual market value for all securities 





D. H. Dunham, President 
Neal Bassett, Vice-President 
Jehn Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Ass’t Sec’y 
Jehn A. Snyder, Secretary 


MECHANICS 


ef Philadelphia 
Organized 1854 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...........$ 600,900 


Reserve Reinsur- 
ance Funds ..... 1,562,257 


Reserve all other 
liabilities ....... 


Net Surplus ...... 


188,956 
789,027 


Total. ....... .. ++. $3,185,240 
Policyholders Surplus, $1,389,027 











D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


eof Newark, N. J. 


Organized 1854 


Statement January 1, 1922 
ASSETS AND LIABILITIES 
Capital ...........$1,250,000 


Reserve’  Reinsur- 
ance Fund ...... 5,021,670 


Reserve all other 
liabilities ....... 1,405,201 


Net Surplus ..... 2,840,571 


Total ..... . +++ $10,517,442 
Policyholders Surplus, $4,090,571 














H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 

John Kay, Treasurer 
A. H. Hassinger, Ass’t Sec’y 


THE 
Girard F. & M. 
INSURANCE CO. 


ef Philadelphia 


Organized 1853 


Statement January 1, 1922 
ASSETS AND LIABILITIES 
Capital .cccccciocd $1,000,000 

Reserve’ Reinsur- 
ance Fund ...... 2,240,988 
Reserve all other 





liabilities ....... 267,721 
Net Surplus ..... 851,855 
Total ...........$4,360,509 


Policyholders Surplus, $1,851,855 








Loyal to friends and loyal agents 


EE _________—_—s_______—s__sSs__s______________ 











iness conditions we cannot say but it 
may have something to do with it.” 

The New Jersey agents are enthusi- 
astic over the recent appointment of 
Leon Watson as head of the New Jersey 
Schedule Rating Office. It is their 
opinion that a better man could not be 
selected for the place. 

The campaign that Joseph S. Freling- 
huysen is making for his renomination 
to Congress against Governor Edwards 
is attracting widespread interest among 
Jersey City insurance men. Placards 
bearing the senator’s name are being 
displayed in various insurance offices 
along Montgomery street and attention 
is being directed toethe stand that he 
is taking on a “dry” platform as against 
a “wet” plank advocated by Governor 
Edwards. 





FOREST FIRES COST $3,000,000 





Northern Has to Pay $227,000, London 
& Lancashire $200,000, and Others 
$5,000 to $150,000 





The losses to fire insurance compan- 
ies with offices in Toronto will amount 
to approximately $3,000,000 as a result 
of the forest fires that have been rag. 
ing throughout Northern Canada during 
the prolonged drought. 

The Northern is said to be the larg- 
est loser and will have to pay $227,000. 
The London & Lancashire comes next 
with a loss of $200,000, the Yorkshire 
with $160,000, the North British & Mer- 
cantile with $150,000, the Commercial 
Union with $146,000, the Atlas of Lon- 
don with $135,000, the Norwich Union 
with $125,000, the Guardian with $115,- 
000, the Caledonian with $105,000, the 
Phoenix of London with $100,000, the 
Sun with $100,000, the Alliance of Lon- 
don with $88,000, the Employers’ Lia- 
bility with $62,000, the Western with 
$50,000, the Globe and Rutgers with 
$33,500, the Niagara with $37,000, the 
Union of Paris with $30,000, the British 
Colonial with $21,000, the Union of Lon- 
don with $18,000, the Queensland with 
$10,000, the National Provincial with 
$9,000, the Insurance Company of North 
America with $6,000, the Continental 


of New York with $5,000, and the Scot- 
tish Metropolitan with $5,000. 

J. B. Laidlaw of the Northern Union, 
Toronto advices state, says that con- 
sidering the rapidity with which the 
fires spread that they are more of the 
nature of a prairie fire than a bush 
fire. He blames the use of wooden 
shingles as being in a large measure 
contributory to the spread of the flames 
and thinks that their use should be 
prohibited in such districts. In Halley- 
bury, one of the towns destroyed, there 
was a good waterworks system and two 
years ago the rates were lowered on 
that account. 
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Wirt Leake, Richest 
Special, a Visitor 
TREASURER OF BLUE GOOSE 





Oldest Texas Field Man in Point of 
Service and Unusually 
Popular 





An interesting visitor to New York 
this week was Wirt Leake, who is spe- 
cial agent in Texas for the North Brit- 
ish & Mercantile, Pennsylvania, Com- 
monwealth and Mercantile, an outstand- 
ing and unusually popular figure in the 
field down there. He has been exten- 
sively entertained since coming north 
but particularly enjoyed the Blue Goose 
doings in Chicago last week. He was 
also honored officially ‘there as he was 
made Grand Keeper of the Golden Goose 
Egg, which sounds like some sort of 
baseball official but which is really 
treasurer of the Blue Goose. He has 
already been elected several times as 
Most Loyal Gander of the organization 
in Texas. 

Mr. Leake was educated at the Uni- 
versity of Texas and is a member of 
one of the most prominent families in 
the state. He entered the local agency 
business in Dallas with Dexter & Com- 
pany, as a utility man. The Western 
Assurance and British America put him 
on the road as special agent with ter- 
ritory including Texas, Oklahoma, In- 
dian Territory, Louisiana and Arkansas. 
This was the land of long distances 
and small premiums. The premiums 
have grown in size, but the distances 
are still overwhelming. 

Among all the famed insurance ra- 
conteurs Mr. Leake stands well in the 
front rank, and some of his stories 
which have to do with the early days 
of the oil excitement and opening of 
Indian reservations to the public have 
entertained many a crowd. 

In 1911 Mr. Leake went with the 
North British & Mercantile outfit, and 
is said to be the oldest field man in 
the state in point of continued service 
although not old as years go. There 
are about 200 field men there and in 
committee work and conferences he is 
regarded as a king pin. 

Incidentally, Mr. Leake is regarded 
as the wealthiest special agent in the 
United States. However, by the time 
this story is printed he will have left 
New York so it will not be possible 
for anybody on William Street to bor- 
row any money from him. 

Talking with a representative of The 
Eastern Underwriter Mr. Leake was 
enthusiastic about the Blue Goose in 
Texas, saying that he regarded it as a 
play organization of the business and 
it had done much to cement relation- 
ships. 

Incidentally, the Blue Goose has 
weekly luncheons in Texas and at each 
lunch some money is raised to give 
to some specific charity. This, of 
course, has not made insurance men 
unpopular with the public in Texas. 





APATHETIC 

The expected “get-together” move- 
ment of the agents in Jersey against 
the licensing of garage owners and 
others of like ilk as automobile insur- 
ance agents does not seem to have 
materialized. 

The next meeting of the Underwriters 
Association of Northern New Jersey 
does not take place until December and 
whether or not any action will be taken 
then the members decline to discuss at 
this time, saying that “many things 
could happen before then.” 





ANYTHING TO OBLIGE 
The Newark fire department one day 
this week kindly loaned its leading 
truck to a moving picture outfit for 
picture purposes. During most of the 
day the truck was stationed in Clinton 
street. 
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1853 








THE SECURITY OF 
STRENGTH 


Strength in a fire insurance company, 
represented by substantial capital, surplus 
and assets, provides the policyholder with a 
feeling of safety and security that is due him 


as a part of the insurance contract. 


A policy in The Home of New York gives 
the property-owner not only that feeling of 
security, but actual assurance that he has 
the protection of America’s Largest and 


Strongest I‘ire Insurance Company. 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Fire and Lightning, Automobile, (Complete Cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Com- 
motion, Sprinkler Leakage, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 





STRENGTH REPUTATION SERVICE 
































Leon A, Watson Heads 
N. J. Rating Office 


SUCCEEDS 





ATLEE BROWN 





Recognized as One of the Country’s 
Rating Experts; Appointment Re- 
ceived With Gratification 





The announcement of the appoint- 
ment of Leon A. Watson as head of the 
Schedule Rating Office of New Jersey 
succeeding the late Atlee Brown has 
been received with the greatest satis- 
faction among the fire insurance com- 
panies, agencies, and brokers of the 
state. In their opinion a better man 
could not have been selected to fill this 
important position than Mr. Watson. 
He is eminently fitted to fill the post 
by long years of practical and valuable 
experience, having been with the bu- 
reau since its inception on July 4, 1913. 
Throughout New Jersey fire insurance 
circles he is popular. He also has many 
friends among company executives. 

Mr. Watson was born in Jersey City 
where he was educated in the public 
schools. His home is at Linden, N. J., 
where he has resided for the past six- 
teen years. He is president of- the 
Linden Township Board of Education, 
is a member of the Township Commit- 
tee, and president of the Stonewall 
Building and Loan Association. 

Was With The Home as a Boy 


The new head of the New Jersey 
Schedule Rating Office has been en- 
gaged in the insurance business prac- 
tically all his business life having 
started with the Home as an office boy 
in its city department. Subsequently, 
he was assistant to the head of the 
improved risk department of that or- 
ganization. He then became inspector 
of the general agency of Ward & Craw- 
ford in New York City where he ac- 
quired valuable experience. 

In 1910 Mr. Watson became associ- 
ated with William H. Burkhart who 
operated an advisory rating bureau for 
New Jersey in Camden. In this work 
Mr. Watson covered various localities 
throughout the state which gave him a 
wide experience. In 1913 the Burkhart 
bureau was absorbed by the Schedule 
Rating Office of New Jersey and he has 
been with them ever since. 

Last August the late Atlee Brown, 
Samuel J. Quigg and Mr. Watson were 
given the title of Rating Experts, which 
previously had been held only by Mr. 
Brown. As stated in The Eastern Un- 
derwriter at that time Atlee Brown be- 
came seriously ill and was unable to 
be at his office for months. Just be- 
fore his death, however, he was there 
occasionally to give his advice and fine 
judgment on rating matters. 

By his appointment Mr. Watson has 
charge of the main offices of the bureau 
and branches in Jersey City, Paterson, 
Dover, Trenton, Red Bank, Atlantic 
City and Camden, with a joint staff of 
about 150 people. 

Richard Monahan remains as super- 
intendent of the inspection and rating 
department with William L. Warren 
and R. Wismer as his associates. Mr. 
Quigg continues as rating expert. 

In discussing Samuel J. Quigg, who 
has been ill, the fire companies’ com- 
mittee which announced the Watson ap- 
pointment, said: 

“Regret was expressed that the neces- 
sity for reaching a conclusion in this 
matter without further delay made it 
impossible for the committee to await 
the return to duty of Mr. Samuel J. 
Quigg, who has been away on sick leave 
since July 1, and is not expected back 
for some time in the future. 

“Mr. Quigg by reason of his position 
in the rating office would have been en- 
titled to consideration, of which his 
illness has unfortunately deprived him. 
He will, therefore, continue in the posi- 
tion he has held as deputy, and it is 
hoped and expected that he will resume 
active duty in that position on his 
restoration to full health.” 
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Suggests Lloyd’s Have 
Arbitration Clause 


TO PERMIT SETTLEMENTS HERE 





Feeling Against Unadmitted Compa- 
nies Largely Due to Litigation 
Troubles, Says M. L. Ernst 





Morris L. Ernst, of Greenbaum, Wolff 
& Ernst, attorneys for several trade 
associations, including those of the jew- 
elry, leather and silk businesses, and 
also legal advisers of several New York 
banking houses, has come forward with 
a proposed solution of the Lloyd’s prob- 
lem. In the interests of his clients, 
whose demands for insurance cover @ 
wide range, Mr. Ernst naturally takes 
the position that Lloyd’s should not be 
excluded from this country because of 
the broad policies that it can issue to 
protect, in particular jewelers and 
bankers, against some dangers that the 
New York law forbids domestic insurers 
to give coverage against. 

In a nutshell Mr. Ernst’s main pro- 
posal is that foreign insurance policies 
contain provisions tor the appointment 
of boards of arbitrators to handle dis- 
putes between insurer and assured. To- 
day the necessity tor an assured to go 
abroad to prosecute litigation has dis- 
turbed the State Insurance Department 
to the point where it threatens to take 
action to prevent this delay in collect- 
ing claims over which there are argu- 
ments. Were the principle of arbitra- 
tion accepted as a substitute for resort- 
ing to courts, many of the objections to 
the continuance of Lloyd’s as a com- 
petitor here would be removed, in the 
opinion of Mr. Ernst. Another point is 
that foreign insurers should delegate 
someone here to accept service in case 
of litigation arising out of disputed 
claim. 

Mr. Ernst’s summary of the position 
of American companies in the domestic 
versus unadmitted insurers controversy 
are given herewith as taken from the 
Sunday edition of the New York 
“Times”: 

“The entire question of the treatment 
of foreign insurance companies is not 
only of importance to the domestic con- 
cerns, but to various business interests 
in this country which can procure bet- 
ter, fuller or cheaper protection from 
the former than from the latter. To 
begin with, the method of conducting 
the insurance business in England is 
very different from that in the United 
States. Groups of underwriters, such 
as Lloyd's, are in effect no companies 
at all, and any insurer who takes out a 
policy with such an English group sees 
on his policy the names of the persons 
who are underwriting the risk. The 
result is that the insurer, if there is 
any trouble or dispute in regard to the 
policy, has no definite continuing entity 
to approach or attack. The result, fur- 
thermore, is such that the various 
groups of underwriters, unless a new 
organization is established in England, 
cannot feasibly designate a representa- 
tive in this country to accept service in 
the event of suit. In every case, how- 
ever, the particular group of underwrit- 
ers affected designates an adjuster, who 
investigates the facts and, after com- 
.municating them to England, receives 
the approval or rejection of the group. 


“There is no doubt that the banking 
and jewelry industries in this country 
can procure forms of protection which 
domestic insurance companies will not 
write. In part, the domestic companies 
are prohibited by statute from writing 
some of the risks which the English 
companies aie willing to entertain. In 
a great measure, however, failure of the 
American companies to meet this situa- 
tion is due to the centuries of experi- 
ence and insurance ingenuity which 
exists in England to a greater degree 
than in this country. It is, therefore, 
essential that the facilities of the for: 
eign insurance companies be continued 


in the United States. There is no do- 
mestic company that will write a blan- 
ket policy insuring against loss of any 
nature whatsoever, such as the policies 
now written by the Lloyd’s groups. - 
ess ti meted uy tee ‘domestic insur- 
ere, instigate the 2SUlC | 
a companies, against competition Ot 
eign wnderwriters. — a gee dio aell 
sror considerable justice in the S 1h 
ances of the domestic companies, /nese 
teense aving taxes, are super- 
companies are paying té ee he ibe 
vised by the state, make repor’s "0 
Insurance Department, and carry . 
aserve In none of these re 
required reserves. HI as eel, 
nects must the foreign insurance CO 
i : i he state law, be- 
panies comply with the & it 
cause the foreign insurance pogo 
arg technically do no business in this 
aoe T j ,cause the broker in 
country. This is because ete 
the deal is the agent for the en and 
and not the agent for the foreign insu 
ance company. 

“If it were possible to wipe out all 
such brokers or agents acting for the 
insured, the problem would yee 
unsolved, as the banking and jewelry 
industries, in particular, would “wd 
tinue to procure foreign insurance ~ 
rectly by cable until such time as t . 
domestic insurance companies ay 
able to compete and offer the same facl 
lities at substantially the same rates. 
Aside from the jewelry and banking in- 
dustries a vast volume of insurance is 
written abroad in connection with ma 
rine risks. This matter, however, must 
be treated entirely separately. 

“The first method of approach to the 
solution of the problems I have out- 
lined must be along the following lines: 
Foreign insurance companies must at 
least be put in a position where they 
must delegate authority to some one In 
this country to accept service in the 
event of suit arising out of a dispute 
on an insurance claim. It is incon- 
ceivable that the citizens of this state 
should longer submit to a condition 
where the insurance is carried abroad 
and where suit, if necessary, must also 
be conducted in England. For one thing, 
the expense of foreign litigation to a 
citizen of the United States in most 
sases makes the prosecution of the re- 
covery prohibitive. 

“The most valuable reform, which 
must be accomplished without legisla- 
tion, would be the insertion of a general 
arbitration clause in all insurance poli- 
cies written by foreign underwriters. 
This theory of arbitration is in line with 
the general tendency of the day—the 
prevention of litigation and court trials 
and the settlement of disputes by some 
agreed-upon form of arbitration. Our 
firm has recommended from time to 
time that such clauses be inserted in 
insurance policies written by foreign 
underwriters and, we believe, the same 
suggestion should apply to the policies 
written by domestic companies. 

“As to the method of making up the 
Board of Arbitrators, various courses 
are open. In the first place, the insured 
could appoint one arbitrator and the in- 
surer could appoint a second. These 
two could then appoint a third. All 
policies written in the banking business 
could be made subject to arbitration by 
these arbitrators, one appointed by the 
Banks’ Association, one appointed by 
the insurer and the third appointed by 
these two. A similar course could be 
followed in other industries. In each 
case, however, it would be wise to bring 
into the situation the most vital trade 
organization in the industry, because 
such trade organizations would realize 
that the premiums paid by the members 
of the particular industries they repre- 
sent were the direct reflection of ill- 
founded claims. 

“Not only would the inclusion of an 
arbitration clause in insurance policies 
be a forward step in ending many of 
the present evils, but, in addition, the 
company that first accepted the idea 
could no doubt capitalize it in its ad- 
vertising and find a substantial portion 
of the business world ready to endorse 


the plan by taking out insurance with 
st. 


Wants Fire Marshal 
Law in Missouri 


IN ORDER TO CUT RATES 


Missouri State Insurance Department 
Explains Its Scope And 
Effect 


In the September issue of the Bulletin 
of the Missouri State Insurance Depart- 
ment, Ben C. Hyde, Superintendent of 
Insurance, directs attention to the 
necessity of having lower rates of in- 
surance in the state. “To bring this 
about it will be necessary for the Legis- 
lature to enact some laws bearing on 
the subject,” the Bulletin says, “and to 
repeal some existing laws that have a 
tendency to keep up the rate and benefit 
no one. With these facts in mind it 
has been decided to ask the next ses- 
sion of the Legislature to pass a fire 
marshal law. A large majority of the 
states have such laws, and their en- 
forcement in every case has been the 
means of reducing rates in those 
states.” 

In order to explain what a fire mar- 
shal law is and how it operates, the 
Bulletin quotes from the Minneseta law 
which was enacted by that state in 1913 
and which has been in operation ever 


since. The proposed law for Missouri 
may differ some from the Minnesota 


law, but in the main they will be simi- 
lar. 

After explaining that it is the duty 
of the fire marshal to enforce all laws 
of the state regarding fire prevention, 
the suppression of arson, the storage, 
sale and use of combustibles and explo- 
sives, etc., the Bulletin say that under 
the proposed law the state fire marshal 
will be empowered to appoint two 
deputy fire marshals, to be designated 
as first and second deputy fire marshal, 
and such other spécial deputies, inspec- 
tors and clerks as may be necessary to 
properly carry out the work of the de- 
partment. The Attorney General may 
also appoint a special attorney for the 
department. 

Under the Minnesota law “the chief 
of the fire department of every city and 
village in which a fire department is 
established and the Mayor of every city 
and the president of every village where 
no fire department exists, as well as the 
town clerk of every organized township 
without the limits of any organized city 
or village shall investigate, or cause to 
be investigated, the cause, origin and 
circumstances of every fire occurring in 
such city, village or town by which 
property has been destroyed or dam- 
aged when the damage exceeds twenty- 
five dollars, except that all fire of un- 
known origin shall be reported and 
special investigation made in order to 
ascertain whether such fire was the re- 
sult of carelessness, accident or design.” 
The state fire marshal supervises the 
investigation which has to be made 
after two days of the fire. The officer 
making an investigatign of the fire noti- 
fies the fire marshal and furnishes him 


within one week a written statement of 
all the facts. He and his assistants 
also have the power to summon any 
necessary witnesses in the investiga- 
tion, 

Under the law the state fire marshal 
or any of his deputies has the power to 
examine or enter any buildings or prem- 
ises where a fire has occurred, as well 
as ‘adjoining buildings or premises. 

If the state fire marshal or his depu- 

ties upon an examination of a building 
find that the fire prevention laws have 
not been complied with—for want of 
proper repair, reason of age, dilapidated 
condition, defective heating or electri- 
cal wiring, etc.—and endangers neigh- 
boring buildings the fire marshal can 
order it repaired, torn down, and all 
dangerous conditions remedied. If any 
person is aggrieved by any order of the 
fire marshal or deputy, he may appeal 
from it to the district court of the coun- 
ty within ten days after the filing of the 
order, 

Overy fire insurance company in the 
state is required to report to the state 
fire marshal through an officer desig- 
nated by the board of directors all fire 
losses on property insured, giving the 
date of the fire, the amount of probable 
joss, the character of. property destroy- 
ed or damaged, the supposed cause of 
the fire, and the amount of insurance 
carried. 

For the purpose of maintaining the 
department of state fire marshal and 
paying all the expenses every fire insur- 
ance company doing business in the 
state of Minnesota pays a sum equal to 
three-eighths of 1% of the gross pre- 
miums and assessments, less return pre- 
miums, on all direct business received 
by it or its agents during the preceding 
calendar year. 


AETNA MARINE CHANGES 

The Automobile Insurance Company 
in its increased premium campaign, in 
full swing until the end of the year, is 
making a special drive for ocean and 
inland marine risks in addition to regu- 
lar fire lines. In conjunction with this 
campaign the company has made sgev- 
eral marine appointments in the east- 
ern states. C. A. Mayo is an inland 
marine underwriter at the 100 William 
Street branch office here; L. B. Day has 
been appointed inland marine special 
agent at the home office; R. B. Scoville 
is superintendent of the new marine 
department at the Newark branch 
office; H. I. Schweppe has been assigned 
to the Atlantic marine department at 
Philadelphia as special agent; and 
A. E. Titus has taken up his duties as 
a special representative at the office. 


LAKE PLACID CLUB’S RECORD 

Lake Placid Club should feel proud 
of its fire loss record. In its history 
there have been 46 fires at the Club 
with total losses of approximately $750. 
Manager Melville Dewey believes in 
practical fire prevention and he has 
organized a company at the Club which 
gives a fine account of itself whenever 
fire puts in an appearance on_ the 
premises. 


Why F. P. A. Left Insurance Business 


Franklin P. Adams, the New York 
“World” humorist, met S. R. Kennedy, 
vice-president of the Fidelity-Phenix at 
a luncheon one day last week, and he 
— to say in his column the next 

“Met Mr. Kenne 


; dy, wifo is in the fire 
insurance profegssi 


on, as I myself t 
was, and we talked of Gite ant that, 
and he told me a tayle that a fiction 
story might be made of, how in a cer- 
tain town there wag a woman agent 
who placed most of the business there 
and one day when a special agent— 
which is a term used to describe a man 
who inspects risks and talks to the com- 
bany’s agents and such like matters— 
was in the town, he saw the young 
woman in a bathing suit and failed to 
recognize her, which irritated her 80 


that the next day, when a $10,000 policy 


expired, she renewed it in a different 
company and two days after the policy 
in the new company was in force the 
risk burned, with a total loss.” 

Adams, once an insurance agent in 
Chicago, told at this luncheon how he 
happened to quit the insurance busi- 
ness and enter the writing game. He 
received instructions to see George Ade 
at the Chicago Athletic Club, where he 
lived, and solicit the older funny man 
for his household furniture insurance. 
He arrived at the club at 11 o’clock in 
the morning, and was ushered up to 
Ade’s room, where he found him in bed 
having his breakfast, which consisted 
of strawberries and cream. 

“I figured that if writers got up at 
noon and had strawberry breakfasts in 
bed, that was the business for me to be 
in; and so I joined the staff of a daily 
newspaper,” said F. P, A. 
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Palmer and Bennett 
Talk at Pittsburgh 


PENNSYLVANIA AGENTS MEET 





National Board Counsel Advocates Con- 
ferences; National Association 
Secretary Defends Insurance 


Pittsburgh, Pa., Oct. 25.—The relation 
ot the insurance business to the local 
agent and the public formed the topic 
ot several addresses last night in the 
William Penn Hotel, when approximate- 
ly 150 members of the Pennsylvania As- 
sociation of Insurance Agents opened 
their annual convention with a get- 
together dinner. 

Ernest Palmer, of Chicago, assistant 
general counsel for the National Board 
of Fire Underwriters, made the princi- 
pal speech. Walter H. Bennett, of New 
York, secretary and treasurer of the 
National Association of Insurance 
Agents, also spoke. John A. Dalzell, 
president of the Pennsylvania organiza- 
tion, presided and introduced the toast- 
master, Jacob Gellert, of Pottsville, Pa. 

In a discourse sparkling with humor- 
ous anecdotes, Mr. Palmer outlined the 
relations between the National Board 
and the insurance agents. He declared 
the latter to be the intermediate agency 
between the business and the public. 

Mr. Palmer advised against carrying 
the problem of insurance to state or 
national legislators, who, “at their best, 
cannot be experts, and generally know 
less than those who:take them there.” 

“There are forty-eight states,” he said, 
“and there are forty-eight different 
kinds of insurance laws. Of course, the 
laws are registered in the books alpha- 
betically, and hence our laws stand be- 
tween insanity and intoxication. Some 
of the laws which purport to regulate 
our business would seem to have been 
made by men affected either by the one 
or the other. 

“The local agents get their feet under 
the mahogany table with those of the 
officials of the companies. In this way 
only may the problems of the business 
hope to secure settlement.” 

Secretary Bennett also stressed the 
relation of the agent and the company. 
He refuted in a general way accusations 
that the insurance business was being 
run on a profiteering basis. He invited 
inspection and declared that “all the 
Untermyers in the world could not un- 
dermine a citadel that had as its foun- 
dation business integrity, honesty of 
purpose, and idealism in aim.” He also 
suggested a “Read Your Policy Week,” 
so that many of the clients of the vari- 
ous companies should know what they 
are buying when they take out a con- 
tract. He stated ss his belief that a 
campaign of education to enlighten the 
public as to insurance matters and fun 
damentals would be of material benefit 
to all concerned. 

A number of executives of local com- 
panies were guests of the association. 
Several telegrams trom officials of the 
national body expressing regret at their 
absence were read. 

W. T. Todd, first vice-president of the 


Chamber of Commerce, welcomed the’ 


delegates. Among those at the speak 
ers’ table were H. Oscar Klein, Fred Y 
Rocky, Harrisburg, Pa.; C. H. Biddle, 
Wilkes-Barre, Pa.; Jacob Gellert, Potts- 
ville, Pa.; W. T. Todd, Pittsburgh; N. 
5S. Riviere, Pittsburgh; J. ©. Murray, 
Pittsburgh; James G. Nukeus, McKees- 
port, Pa.; Charles A. Reid, Pittsburgh, 
Pa.; W. B. McGaffick, Pittsburgh; F. 
Fleming, Franklin, Pa. 


STORMS GOES TO AGRICULTURAL 

On November 1, H. M. Storms will be- 
come special agent of the Agricultural 
for Central Pennsylvania, with head- 
quarters at Mechanicsburg. He _ has 
occupied the similar position with the 
National Liberty for the past four years 
and as examiner for eight years. He 
has also been with the Continental, FE. 
KE. Hall & Co. and Whilden & Hancock. 












Just What 


Insurance Means To Us 


What does insurance mean to the Nation 
and the individual? 


Upon insurance depends the safety and pro- 
tection of the Nation’s most important 
branches of business. It warns off threat- 


ening debts—it replaces losses—it facilitates 
progress. 


Insurance is the “friend in need” to home 
and business. We realize its intrinsic value 
when we need it most. 

Insurance is responsible for the comfort in 
the homes of many, and for the safety and 
welfare of the community, affecting directly 
the business and progress of the individual 
and Nation as a whole. 

Norwich Union Service is known and 
readily accepted by thousands of discrimi- 
nating business firms and scrupulous peo- 
ple because they have confidence that 


every obligation—great and small—will be 
promptly met. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 
J. F. Van Riper, Branch Secretary 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
W. G. Falconer, President J. G. Mays, Secretary 








Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensa- 
tion, Accident and Health, Golfers, Plate Glass. 


The Agent Who Seeks to Give Good Service 
Must Himself be Well Served 








COMPANIES 








New England States 
Say They Are Loyal 


DENY RUMOR OF SECESSION 


Mystery in Rumor That New England 
Will Go On Its Own; General 
Denials 





Officers of state associations of in- 
surance agents in New England em- 
phatically denied this week a despatch 
which The Eastern Underwriter pub- 
lished last week from Boston, saying 
that New England associations contem- 
plated pulling away from the National 
Association and going on their own. 
The Eastern Underwriter story came 
from an authorized correspondent, and 
several letters from Boston to the same 
effect were received by insurance men 
along William street. 

Walter H. Robinson, secretary of the 
Rhode Island Association, informed The 
Eastern Underwriter that he had not 
heard of any New England states with- 
drawing from the National Association. 
He added: ‘We are doing our best to 
support the National Association and to 
spread its principles. We formed the 
New England Advisory Board of the 
New England state officers and held a 
convention last June, in order that by 
concerted action we could better fur- 
ther the interests of the National Asso- 
ciation. We feel that we have strength- 
ened that organization’s position in this 
section. It is not because of any em- 
barrassment to President Case that we 
do not withdraw— it is because we have 
no desire to change affairs as they now 
stand. Our loyalty, also, is such that 
we would not consider doing so if we 
were in any way dissatisfied. We are 
in perfect accord with the National As- 
sociation and very much pleased with 
the accomplishments of the Hot Springs 
convention.” 

It is stated that the Massachusetts 
association last week passed a resolu- 
tion endorsing the National Association 
and its administration. 

President Puffer, of the Connecticut 
Association, said: “In behalf of the 
Connecticut Association please be as- 
sured that there is no truth whatever 
to the rumor that the New England 
states have even considered withdraw- 
ing from the National Association. We 
are with you and the national body to a 
man, and you can count on Connecticut 
to the very limit of support.” 

Louis C. Merrill, secretary of the New 
Hampshire Association, says the report 
is false “as far as the New Hampshire 
Association is concerned.” 

I. E. Lang, president of Maine Asso- 
ciation, says that Maine has never con- 
templated any such step. 

The new executive committee of the 
association announced this week con- 
sists of Craig Belk, Houston; Matt M. 
Mancha, Los Angeles; Lyman M. Drake, 
Chicago; Julian Thomas, Atlanta; Jas. 
1. Catlin, Jr., Danville, and W. J. 
Beggs, Cleveland. 


BISSELL PRESIDENT OF INSTITUTE 

At the annual conference of the In- 
surance Institute of America on Tues- 
day of this week R. M. Bissell, president 
of the Hartford Fire and of the Hart- 
ford Accident & Indemnity, was elected 
president, succeeding Frederick Rich- 
ardson, United States manager of the 
General Accident, who has held the 
office for the past four years. Walter 
G. Falconer, president of the Norwich 
Union Indemnity, was elected a mem- 
ber of the executive committee. Ed- 
ward R. Hardy was re-elected treasurer 
and secretary. 


NO SUCCESSOR TO DONALD YET 

No successor has yet been appointed 
to Joseph Donald, special agent of the 
Great American in western New York, 
who will resign on November 15 to be- 
come an independent adjuster in Buf- 
falo. 

The Farmers of Iowa, one of the 
America Fore group, has appointed 
Frederick Himmelstein, Inc., as agent 
for the Brooklyn eastern district. 
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STODDARD TELLS OF CZARLIKE POWERS 


(Continued from page 1) 


of last week at the dinner of the New 
York Casualty & Surety Club, he dis- 
cussed his new powers and what he 
intended to do with them. In view 
of the fact that New York as a state is 
a leader among the insurance depart- 
ments and of the great importance of 
initiative movements started by the 
New York Department, what Colonel 
Stoddard remarked is of genuine inter- 
est to insurance men of all kinds except 
life. This is what the superintendent 
said 

“A new law makes it incumbent upon 
the insurance department to attest the 
reasonableness and adequacy of rates. 
In other words, if an assured thinks 
his rate is unreasonable or inadequate 
the law provides that he may come to 
the department and ask relief. Thus, 
there is put before the New York In- 
surance Department a very interesting, 
pertinent and important question: how 
far can the department go in deciding 
when a rate is reasonable and when it 
is adequate? The duty of the super- 
intendent seems plain to me. He must 
analyze the component parts of the 
rate in order to be in a position to 
fairly decide if it is not reasonable or 
adequate, This means that he will be 
obliged not only to analyze the pure 
premium, but also the loading. Load- 
ing includes expenses because it costs 
money to employ the experts to handle 
the business as well as producers to put 
it on. the books. The expense of han- 
dling and the cost of production are 
legitimate only to the extent that there 
is no waste, and waste means that 
companies are spending more money 
than they are legitimately entitled by 
the law to spend. If it cost more to 
acquire business than is necessary, it 
is a waste, which waste appears In 
the loading, and, therefore, is paid by 
the public. If the acquisition cost is 
too high, the rate is unreasonable and 
the insurance superintendent has the 
power to look into the acquisition cost 
in order that the rate may be made rea- 
sonable. 

“Now, if you will permit me to digress 
for a minute, it has been my experience 
that most of the insurance companies 
are conducted on a high standard with 
a full realization of their responsibility 
not only to the business as a whole 
but to the public. IT had not been in 
the department long before this great 
truth was impressed upon me. I, there 
fore, took a public position that there 
was a dual duty of the insurance de- 
partment: one, to protect the policy- 
holders, in other words, the public; and 
the other, to pretect the legitimate in- 
surance carriers who were adequately 
and in the main honestly serving the 
great public. Those companies which 
obey the law and play the game fairly 
with their fellows and outside have my 
constant endorsement. T am glad to 
know that so many of them observe 
ethical practices, but just as I learn 
that the great bulk of the companies 
observe ethical practices, T also find 
thet there are a few which do not. 
Take a group of fifty companies, with 
forty-seven of them obeying regulations 
and conducting their business fairly and 
ethically, it is unfair to the forty-seven 
and not in the public interest if three 
¢companies cut corners and are un- 
ethical. 

Emphatic Statement 

“Now, if certain companies in greed 
for business decide that they will pay 
more money for business than com- 
petitors in order to get the edge on 
competitors, the New York Insurance 
Department will step in just as it did 
at the recent conference at the Insur- 
ance Department. My duty there 
seemed plain. It was to lay down the 
law with all the emphasis of which I 
was capable. I told the companies to 
put their houses in order. IT told them 


that they would have the first oppor- 
tunity to settle their controversy among 


themselves and that I would not act to 
compel them to do so except as a last 
resort. [ told them that acquisition 
costs must not be too great; that if 
they made so much money that they 
could pay the unreasonably high com. 
missions, the excessive commission fac- 
tor was money that really belonged to 
the policyholders and acquisition costs 
must come down. But I gave them the 
opportunity to act first. It would have 
been very easy for me to have taken 
an arbitrary stand and to have gone 
to the newspapers and to have declared 
in a statement that certain companies 
were overcharging the public, that those 
exorbitant rates grew out of the ab- 
normal acquisition cost. But that I will 
not do except as a last resort. How- 
ever, (and here the superintendent 
talked very impressively), the insur- 
ance fraternity might just as well un- 
derstand that I could have done this 
and that the insurance department has 
the power to put any company or any 
group of companies before the public 
in this unenviable light with all the 
damaging consequences which may fol- 
low, and [| am not saying that a time 
may not come when, a company, guilty 
of bad practices, shall not be pilloried 
in this fashion in the newspapers. But 
that is a last resort and [I shall never 
take that action except as a last resort. 

“Furthermore, it must not be for- 
gotten that the insurance department 
has the power to revoke a license of an 
insurance company just as it has the 
power to cancel the license of a brok- 
er and that is a trump card which 
should be remembered. So far as pub- 
licity is concerned, the power of a de- 
partment of a great state like New 
York is simply incalculable; moreover, 
the public likes to see a display of that 
power and there is very little hope of 
a company defending itself from the 
public charge of such bad practices. In 
fact, such a company or companies 
would not have a chance in winning 
back public approval. 

“In recent incidents I have served 
notice on the insurance fraternity that 
companies must solve their own prob- 
lems or the state will solve them for 
them. 

“Tam talking with a punch and will 
administer with an iron hand. The time 
to be soft has gone.” 

Colonel Stoddard’s audience was es- 
pecially receptive, and his remarks 
were frequently punctuated with such 
exclamations as: “You are dead right,” 
“Go to it, old man.” 





VISITING UNITED STATES 
John Swanson, new home office man- 
ager of the London Accident & Guar- 
antee, is visiting the company’s United 
States office at Chicago this week. Mrs. 
Swanson accompanies him. 
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TIMES PRINTS COAL LETTERS 
Other Newspapers Aiso Use Commercial 
Union Advice to Agents; Proof of 
Open-Mindedness to Insurance 

The coal shortage letters sent recent- 
ly by the Commercial Union and its 
affiliated companies to its field men 
have been received with favorable at- 
tention by not only the agents and the 
insurance press but by daily news- 
papers. This reception tends to sub- 
stantiate the stand taken by The East- 
ern Underwriter that the lay press is 
not hostile to the business of insurance 
nor prejudiced against news emanating 
from insurance sources. Quoting from 
a letter sent by the Commercial Union 
publicity manager, W. Warren Ellis, to 
The Eastern Underwriter: 

“IT am glad to be able to help prove 
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Line Capacity 


OCAL AGENTS can find ample 

capacity and attentive service for 

| handling their Excess Lines in our 
Surplus Line Department. 


MARSH & MCLENNAN 


Insurance Exchange 


CHICAGO 
NEW YORK DENVER SAN FRANCISCO DULUTH MONTREAL 
DETROIT LONDON MINNEAPOLIS SEATTLE WINNIPEG 


INSURANCE IN ALL ITS BRANCHES 





your statement that newspapers are 
ready to run insurance news if it is in- 
teresting. Many of the papers quoted 
from the letters, and when a newspaper 
hike the Sunday ‘Times’ of New York 
will even run the name of the company, 
it convinces me that insurance has hith- 
erto failed to use a valuable medium to 
reach the public.” 


FIVE YEARS FOR ARSON 

Mrs. Katherine Allers, 52 years old. 
of Brooklyn, was sentenced to from five 
to ten years in Auburn Prison by Jus- 
tice Lewis in Supreme Court, Brooklyn, 
last week. She had purchased an old 
mansion from the city for a small 
amount and placed $7,500 insurance on 
it. Oilsoaked newspapers were found 
in the house when it was burned. Mrs. 
Allers testified that a fire marshal 
offered to split the insurance with her. 
The Judge denounced the testimony as 
maliciously false. 





HAYES WITH NATIONAL FIRE 


Robert G. Hayes has been appointed 
special agent for Virginia, the District 
of Columbia and Maryland for the Na- 
tional Fire of Hartford. He succeeds 
W. O. Minter, Jr., who has represented 
the company on this territory for the 
past three years. Mr. Hayes is making 
his headquarters in the Commercial 
Bank Building, Charlotte, N. C. - 





SURETY COMMITTEES WILL MEET 

Secretary Gilkey of the Surety Asso- 
ciation of America has called a meeting 
of the bankers blanket bond committee 
October 31 at Hotel Pennsylvania. The 
forgery bond committee will meet at the 
same place November 8. 





M. B. Trezevant has resigned from 
the new membership department of the 
United States Chamber of Commerce. 
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Progress Made Against 
Harbor Oil Hazards 


RAILWAY ASSOCIATION STATES 








Less Danger as Water is Absorbed By 
Floating Oil; Report of Washing- 
ton Protection Conference 





A number of important questions re 
lating to fire protection and prevention 
were discussed at the ninth annual 
meeting held by the Railway Fire Pro- 
tection Association in Washington, 
October 17 to 19. While the matters 
brought up for consideration pertained 
principally to conditions on the rail- 
roads, a number of the questions had a 
relation to commercial fire prevention. 
The conference was attended by more 
than 125 representatives of the rail- 
roads and of the large insurance com- 
panies and organizations. 

One of the most important matters 
brought up before the convention was 
the report of the committee on fuel oil 
on water and docks, piers and wharves. 
This question was fully discussed at 
the convention held in Chicago last 
October as a result of which a special 
committee was appointed to investigate 
the matter. The substitution of fuel 
oil for coal on marine craft, while intro- 
ducing economy and convenience of 
operation, has entailed certain physical 
drawbacks, the committee stated in its 
report. The entrance of sea water 
through the seams of the vessel so that 
it reaches the fuel-oil supply makes it 
imperative that near the end of a voy- 
age the emulsion of oil and water left 
in the tanks must be removed prior to 
taking on fresh oil supply. 

While it may be possible to pass the 
emulsion through rectification processes 
so as to retrieve the fuel, up to this 
time owners and operators of vessels 
have found it easier to pump out this 
emulsion and waste it on the adjacent 
water surface. fventually, the oil 
sludge finds its way to harbor waters, 
if, in fact, it is not pumped direct there 
by the boat while lying at its anchor- 
age. Federal, state and local regula- 
tions impose penalties for violations of 
laws forbidding this practice. Until re- 
cently, however, violations of such laws 
were common. With an active campaign 
on the part of the authorities in the 
last year or two whereby owners and 
operators were subjected to heavy fines, 
the nuisance has been lessened to a 
very material extent. 

In New York harbor waters sludge 
oil may now be found only at certain 
locations of limited area. Other ports 
report similar deterrent effects due to 
aggressive campaigns against this evil. 
It must be noted, however, the com- 
mittee points out, that oil once dis- 
charged on harbor waters or adjacent 
thereto continues to float indefinitely, 
as it is not disposed of by the action of 
the elements. For this reason, if the 
practice of discharging it from boats is 
not stopped, the amount of oil in any 
harbor will continue to increase. 

Oil Not Always a Hazard 


That the oil in harbor waters does 
not in itself constitute a fire menace, 
although in the event of a fire started 
from other causes it may become a 
hazard, is indicated by the committee’s 
investigation which shows that oil that 
has floated on water for a considerable 
time has absorbed water to as much as 
25%, so that it has become up to that 
time a real emulsion. The volatile con- 
tent of such oil has been thoroughly 
dissipated due to the thorough aeration 
possible in thin layers. Physical tests 
conducted in the laboratory have shown 


evaporation requires of itself a very 
considerable mass of heat units. 


The committee during the year held 
conferences with various individuals, 
including representatives of the New 
York Board of Fire Underwriters. Ex- 
perimental work was definitely arranged 
for; tests were to be made of the origi- 
nal fuel oil uncontaminated by water; 
of fuel oil that had been in tanks of 
boats sufficient length of time to absorb 
some of the bilge water as an emulsion; 
and finally samples of oil that had float- 
ed for months on harbor water, so as 
to be thoroughly aerated and emulsified 
to a maximum degree. Owing to the 
question involved being strictly one of 
flammability, with the possibility of a 
fire communicating across slips between 
piers, it was arranged that experiments 
should be undertaken inside a floating 
metal cofferdam of sufficient area to 
constitute a practical test. In this case 
the heating medium was to be a kero- 
sene or gasoline torch driven by com- 
pressed air. Final arrangements were 
practically completed for the physical 
test when the labor disturbances on the 
American railroads began, and condi- 
tions were so altered that the actual 
experimental work could not be carried 
on prior to the annual meeting of the 
association. 


That fire prevention efforts are pro- 
ducing better results is indicated by 
the fact that during the year 1921 the 
seventy-five large roads which have 
been keeping full record of fires showed 
only 7,963 fires with an estimated total 
loss of $7,589,611, as compared with 
7,975 fires and a loss of $10,563,914, in 
1920, and 9,194 fires, with a loss of 
$8,560,473, in 1919. 

Credit for this decrease was given to 
the effects of the Railway Fire Protec- 
tion Association and the various rail- 
roads which have co-operated with that 
organization. 

James L. Madden, manager of the 
insurance department of the United 
States Chamber of Commerce, outlined 
to the organization the work of his 
department in a general way and the 
co-operation which has been afforded by 
the Railway Fire Protection Associa- 
tion. Mr. Madden stated that his or- 
ganization hoped to assist substantially 
in inducing cities and towns throughout 
the country to adopt a national stand- 
ard hose coupling se that the city and 
town fire departments from one city 
can be called upon in emergency to go 
to other cities or towns and be able to 
hook up its hose and couplings and as- 
sist in extinguishing fires, which it is 
impossible to do at present in many 
places. 

Fire Prevention Week was also dis- 
cussed by T. Alfred Fleming, chairman 
of the Publicity Committee of the or- 
ganization, who outlined the successful 
work of his committee in that respect. 

Among the insurance men present at 
the conference were Neil Fravel, Marsh 
& McLennan, New York; Franklin H. 
Wentworth, secretary National Fire 
Protection Association, Boston; deWitt 
Rapalye, P. Collins, Jr., John B. Long- 
worth, J. D. Lodge and Joseph Harri- 
son, Railroad Insurance Association, 
New York; H. P. DeVoll, Mutual Fire, 
Marine and Inland Insurance Company, 
Philadelphia; F. D. Edwards, Marsh & 
McLennan, New York, and T. A. Flem- 
ing, National Board of Fire Underwrit- 
ers, New York. 


BOSTON BROKERS MEET 





Harry A. Stevens Elected President; 
Discuss Legislative Situation; 
Ten Years Old 


The tenth annual meeting of the In- 
surance Brokers’ Association of Massa- 
chusetts was held recently at the 
Boston City Club, and the following 
officers for the ensuing year were 
unanimously elected: Harry A. Stev- 
ens, president; Carlyle R. Hayes and 
William F, Macy, vice-presidents; treas- 
urer, Lawrence B. Page; secretary, Le 
land W. Kingman. The following were 
elected to the Executive Committee for 
one year: KE. L. Arundel, Adolph Sand- 
berg, Clemen Paquett, H. P. Stanwood 
and Bertram G. Watters; for two years, 
C. F. Bowers, Miles W. Weeks, George 
A. Mason, Jeremiah McCarthy and Chas. 
S. Beetle; for three years, Robert E. 
Stone, William A. Mosman, Harvey EK. 
Frost, William N. Goodwin and T. Rob- 
ert Sullivan. 


President Stevens outlined the pro- 
gram for the coming year, pointing out 
the necessity for vigorous action on the 
part of the organization in combatting 
legislation inimical to the best inter- 
ests of the public and of the insurance 
business. He urged that members take 
interest in pushing legislation that will 
be beneficial to the brokerage business 
and pointed out that with increased 
membership more effective work could 
be done. 

Resolutions expressing appreciation 
of the work of the retiring president, 
Robert E. Stone, were adopted. 








FEDERATION FIGHTS MONOPOLY 

Following an attack upon the present 
insurance laws of the state of New York 
in advocating a monopolistic state fund 
for workmen’s compensation printed 
editorially by Hearst’s: Rochester “Jour- 
nal” and other of his publications, the 
Insurance Federation of New York sent 
out a circular letter quoting the edi- 
torial in full and calling attention to 
the fact that the Federation is the only 
organization in existence for the pur- 
pose of fighting such legislation. 


HAMILTON WITH FIDELITY. PHENIX 

George A. Hamilton has been ap- 
pointed special agent for the Fidelity- 
Phenix, effective October 15, succeed- 
ing former Special Agent Kelton in the 
handling of the Eastern New York State 
territory. Mr. Hamilton’s previous ex- 
perience has been with the National 
Liberty and the All American Insurance 
Brokers. 








Will Return in November 
Colonel Edgar Hamilton, of the Fidel- 
ity & Deposit, now in Europe, will re- 
turn in November. 
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Many Celebrities At 
Society’s Banquet 


WAS A MOST BRILLIANT EVENT 


W. Crichton Slagg’s Dry Humor Appre- 
ciated; Frederick Richardson Hen- 
ored; Managerial Pilgrims 
Back 





Such a gathering of insurance digni- 
taries as has rarely been seen before 
attended the dinner of the Insurance 
Society at the Hotel Astor on Tuesday 
night. If all the presidents, United 
States managers and other distinguish- 
ed guests had been seated at the head 
table that piece of furniture would 
have had to be long enough to run from 
William street to Times Square. So 
the high lights were scattered all about 
the room, dining at the same tables 
with men in the more humble insur- 
ance ranks. Many parts of the country 
were represented by diners, President 
Case, of the agents’ association, run- 
ning over from Connecticut, and Wirt 
Leake from Texas. Numerous casualty 
men were on hand, while at the head 
table sat the chairman of the Fire 
Offices Committee, London, W. Crich- 
ton Slagg, who delivered a captivating 
speech, full of dry humor. It was a dry 
dinner, by the way, and any lurking 
Prohibition officers:would have had an 
unhappy evening Yooking for violators. 


Now, there is a responsibility in fur- 
nishing entertainment and instruction 
for such a crowd, and President Pitcher 
did a good job by providing President 
Bartow, of the Queen; Superintendent 
Stoddard, of the department, and Man- 
ager Phillips, of the National Bureau of 
Casualty & Surety Underwriters. 


The superintendent made an address 


in which he denounced the American 
practice of enforcing some laws and 
winking at others. He had particularly 
in mind the complete fall down of the 
taxicab bonding law. Mr. Bartow dis- 
cussed fire insurance as a career. Mr. 
Phillips told of the great growth of the 
casualty business and the necessity of 
insurance men laying their cards on the 
table in their relations with the public. 
A silvermounted gavel was presented 
to Frederick Richardson, who retires 
from the presidency of the Insurance 
Institute of America after four years of 
the most worthwhile service. 

It was a fine dinner; and, incidental- 
ly, the North Britisn & Mercantile out- 
fit showed up with sjxty-three represen. 
tatives, about 10% of the attendance. 

Two United States managers, just 
back from pilgrimages to the head 
office in England, Hart Darlington, Nor 
wich Union, and E. C. Stokes, Royal Ex- 
change, were among those present. 

JOINS CHINESE GROUP 

The Insurance Company of the State 
of Pennsylvania, has joined the Ameri- 
can companies operating in China and 
Siberia under the joint management of 
Cc. V. Starr of Shanghai and Arthur 
M. Brown of San Francisco, says “Un- 
derwriters’ Report.” Arrangéments for 
an increased development of the busi- 
ness in the Far East were made at a 
meeting at New York attended by 
Messrs. Starr and Brown. The latter 
has returned to San Francisco, while 
Mr. Starr left yesterday for Shanghai. 

Companies operating in China and 
Siberia are the Globe & Rutgers, North 
River, United States, Rossia of America, 
Agricultural, Hamilton and the State of 
Pennsylvania. Each company issues its 
own policies and maintains separate 
agencies under a joint re-insurance 
agreement known as the American 
Asiatic Inter-Re-insurers. 
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NEW HAMPSHIRE MEN MEET 


Re-elect Philip C. Lockwood President; 
E. A. Beach Speaks at Convention; 
Governor at Banquet 

Concord, N. H., Oct. 24.—-At the twen- 
ty-third annual meeting of insurance 
agents of the New Hampshire State 





Association here today, Philip C. Lock- 
wood, of Manchester, was re-elected 
president for a second term. Other 


officers elected are: Vice-presidents, 
Charles L. Hurley of Lancaster, Arthur 
P. Morrill of Concord, and Arthur L. 
Leyes of Milford; secretary and treas- 
urer, Joseph H. Laflamme of Manches- 
ter. The members of the executive com- 
mittee are Frederick W. Lise of Ports- 
mouth, Arthur J. Rouillard of Clare- 
mont, George W. Kent of Manchester, 
and J. Frank DeMerritt of Exeter. 

Kugene V. Beach, secretary of the 
New York State Association, and Ivan 
kh. Lang of Waterville, Maine, regional 
vice-president, spoke at the business 
meeting which was held at the Wono- 
lancet Club. At the banquet at the 
Kagle Hotel in the evening Governor 
Brown, of New Hampshire, brought the 
official greetings of the state, and In- 
surance Commissioner John J. Donahue 
was among the speakers. Other speak- 
ers included Alfred Davenport, of Bos- 
ton; Congressman Sherman Burroughs 
and former Insurance Commissioner 
Robert J. Merrill. 


NEW POST FOR A. L. BROWER 


Former Up-State Field Man Made In- 
surance Manager of Ward 
Baking Company 


A. L. Brower, formerly a well known 
field man up-state, has been made man- 
eger of the Ward Baking Company’s 
insurance department, which is quite a 
proposition, as they have plants all over 
the country. 

Mr. Brower was an examiner for the 
Aachen & Munich; then became a field 
man until the war, and then went with 
Crum & Forster as a special for New 
York State. About a year and a half 
ago he became manager of the fire in- 
surance department of Gurney & Over- 
turf in the Ellicot Square Building, But- 
falo. They were brokers of record for 
the Ward Baking Company, and that 
company took a fancy to Brower, who 
handled some of the schedules at vari- 
ous places. 


OPEN TWO NEW OFFICES 


The General Adjustment Bureau has 
opened offices in Providence, R. IL. and 
Springfield, Mass. The Providence office 
is in charge of J. B. Tally, resident ad- 
juster, and the Springfield office in 
charge of Frank W. Tuttle, resident 
adjuster. Both offices will report 
through the New England Depart nent. 
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Americans Should Be 
Able to Write Jewelry 
Risks, Says Stoddard 


THINKS “ALL COVER” IS JUST 


Can’t Understand Why Unauthorized 
Companies Should Walk Away 
With Maiden Lane and 
Other Business 


In his talk at the New York Casualty 
& Surety Club dinner last Thursday 
night on unauthorized insurance, Col- 
onel Stoddard departed from his pre- 
pared manuscript to draw attention to 
the all-cover jewelry business of New 
York which has left these shores and 
is being written abroad. He did not 
see why the needs of American business 
men should not be met by American 
companies as well as other insurance 
carriers. He said that under the pres- 
ent American system four policies are 
necessary to include the complete cov- 
erage for jewelers when the whole thing 
can be done in one contract by un- 
authorized insurers. He wants this con- 
dition corrected. 

His prepared talk follows almost in 
full: 

For many years, one of the greatest 
problems confronting the New York In- 
surance Department has been that of 
unauthorized insurance. There are 
two main causes for the demand for 
suc st, a possibly lower 
premium, and, secondly, a coverage that 
cannot be obtained from admitted in- 
surers. The department has had little 
trouble from the competition of unau- 
thorized insurers from other states 
merely in the matter of rates. The 
public generally appreciates that very 
good reasons exist why such insurers 
are not admitted to do business in this 
state, the main one being that they 
generally are financially unsound ac- 
cording to New York standards. When, 
however, an unauthorized insurer such 
as London Lloyds, which pays no taxes, 
maintains no regular agencies and has 
none of the ordinary expenses of the 
admitted insurers, offers a coverage 
which our insurers cannot give, and 
possibly at a lower cost than our com 
panies could give the coverage were 
they permitted, a serious situation 
arises. Section 1199 of the New York 
Penal Law refers only to corporations, 
for which reason it is claimed that Lon- 
don Lloyds is exempted from its pro- 
visions. The Insurance Department, 
however, has properly held that under 
the provisions of the insurance law no 
insurer, whether incorporated or unin- 
corporated, may transact business or 
have representatives in this state with- 
out being licensed by the Superinten- 
dent of Insurance, and also that brokers 
may not place insurance for clients with 
London Lloyds under the United States 
Supreme Court decisions and the New 
York insurance law. 

Impossible Situation 

From the above an impossible situa- 
tion has arisen. Conscientious brokers 
have followed the ruling of the depart- 
ment and, as a result, have lost busi- 
ness to other brokers who have dis- 
puted the department’s ruling as to 
brokers, and have placed business with 
London Lloyds with impunity. Some 
brokers, I am informed, have gone to 
the extent of arranging open policies 
with London Lloyds under which these 
brokers bind risks and issue certificates 
as an evidence of such binding. Such a 
broker is an agent of London Lloyds in 
every sense and he should be punished 
at the least by being deprived of his 
license. When I became Superinten- 
dent of Insurance, I called various in- 
terests into conference. From the first, 
the conferences showed that marine and 
non-marine unauthorized insurance re- 
quired different treatment. The repre- 
sentatives of the admitted marine com- 
panies, after a frank discussion with 
brokers and others interested, sub- 





mitted to'me last spring a proposed 
bill for introduction in the New York 
Legislature. This bill contained sev- 
eral features which I was not prepared 
to accept at that time, and I therefore 
hesitated to recommend it to the New 
York Legislature. Another reason was 
that the marine side of the subject 
seemed to me to be nation-wide. Every 
state of the United States that raises 
or manufactures goods for foreign mar- 
kets is interested in marine insurance. 
This is necessarily sc because a shipper 
must add the expense of insurance and 
of carriage to his costs and if his insur- 
ance is made too expensive he may be 
unable to undersell foreign competitors 
and to get the business. Low cost of 
marine insurance will thus tend to fos- 
ter American trade. 


Nation-wide Problem 


The problem of non-marine unauthor- 
ized insurance is not necessarily nation- 
wide, and may be solved by any state 
acting alone. The subject matter of 
the ordinary non-marine insurance con- 
tract is within the state and can be 
controlled by state law. The solving 
of the problem has not proceeded to 
the point that all interests are agreed 
as to exactly what should be done. I 
will give you my solution, and if anyone 
has a better one, let him mail it to me 
at the Insurance Department. The pro- 
gram which I am considering generally 
is as follows. I hope to hold further 
conferences this fall in order to work 
out all the details: 


His Recommendations 

First, I believe that American com- 
panies should be permitted to give in 
one policy the necessary coverage de- 
manded by American business. This 
does not mean the introduction of mul- 
tiple line business. The life insurance 
lines should not be extended in my 
opinion beyond what is now permitted 
and there is no demand for such exten- 
sion. As between fire, casualty and 
marine, there is a twilight zone where 
some compromise must perhaps be 
made. This may mean an over-lapping 
of coverages in some instances. An 
over-lapping coverage is already recog: 
nized in the New York law in respect 
to automobile and water damage insur- 
ance. An example of a needed over- 
lapping coverage is as follows: the 
jewelers are buying London Lloyds poli- 
cies known as “jewelers block policies.” 
New York companies cannot issue such 
policies, and, as a result, little of this 
business remains in this country. Lon- 
don Lloyds gives one contract which 
covers all the hazards. The jeweler 
seeking similar insurance in American 
companies would be obliged to have at 
least four policies, and then he might 
not be covered. He must get a standard 
fire policy, also a policy for coverages 
not covered by the standard policy from 
a fire company; in addition he must 
get a marine policy from a marine com- 
pany, and a theft policy from a casualty 
company. If an employee dropped a 
heavy box on a tray of jewelry belong- 
ing to him and smashed the contents, 
there would be no recovery because the 
New York law does not provide for any 
such coverage, and no New York com- 
pany can sell it. Under these last poli- 
cies the jeweler wishing to obtain in- 
surance in admitted companies may find 
himself involved ii a contest as to 
which company must stand the loss. 
The imagination can supply unlimited 
possibilities of accident against which 
admitted companies cannot’ insure. 
Legitimate business demands should be 
satisfied, and it is unfair to admitted 
companies not to permit them to give 
coverages absolutely needed by business 
and which are now bought from unad- 
mitted insurers. 

My second recommendation is that 
underwriters of London Lloyds should 
be required either to enter the state 
legitimately, or to cease their activities. 
The State of New York has always en- 
couraged the entry of foreign insurers, 
and, as a result, most of the foreign 
insurers doing business in the United 
States have entered through New York. 
Admitted non-marine insurers cannot 
object to the entry of London Lloyds 
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providing the latter is made to do busi- 
ness on the same basis as other ad- 


. 
mitted insurers are forced to do. If Just say: 
London Lloyds does not enter, I have ‘6 
no fear of inability to lessen its activi- Insurance 
ties. The taking away of the licenses ” 
of brokers who deal with non-admitted Man anes 


insurers would go a long way towards 
eliminating such insurance. 

Thirdly, I believe that any insured 
who exercises his right of dealing direct- 
ly with an unauthorized non-marine in- 
surer should pay a tax. The Supreme 
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to every courtesy 
within our power 








Room with de- 
Court of the United States has held tached bath $1.50 
that under the Constitution any person 
: ; and $2.00 
may purchase insurance directly from 
any insurer, admitted or unadmitted. Private bath $2.50 
The state, however, has the right to and $3.00 


prevent that person from employing a 
broker or the insurer from having an 
agent within the state. If a citizen 
exercises his right to buy a suit of 
clothes from London, he must pay a 
tax. Similarly, he should pay a tax 
when he buys his insurance directly 
from abroad. 
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Fourthly, I recommend that Section 
1199 of the Penal Law of New York be 
amended so as to include all insurers. 
All laws should be made so definite that 
no uncertainty exists longer in anyone’s 
mind as to the prohibition of brokers 
dealing with unauthorized insurers. The 
law is sufficiently strong to reach agents The real strength of an insurance com- 
of unauthorized insurers. pany is in the conservatism of its man- 

In closing, I desire to say that no | agement, and the management of THE 
more complex problem than that of un- the security of its policy. 
authorized insurance has ever con- 
fronted the Insurance Department. This ee Ro go 
is a report of progress from some of us CHARLES W. HIGLEY, Vice-President 
who are trying to solve it. E. 
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MRS. D. H. DUNHAM DEAD 

Mrs. Daniel H. Dunham, wife of the 
president of the Firemen’s Insurance 
Company, died in East Orange last 
week. She has been a semi-invalid for 
five years and was seventy years old. 
Mrs. Dunham was interested in several 
charities. 
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An English View Of 
Reinsurance Treaties 


G. GARDNER’S BOOK ON SUBJECT 


Describes Full Scope of Subject; Chap- 
ter on Ceding Companies Import- 
ant to Americans 

England, the cradle of re-insurance, 
as developed extensively after the out- 
break of the World War, has learned 
much through the experience that 
necessarily accompanies the ventures 
of a pioneer. From mishaps and gains 
a host of valuable facts and data have 
been collected that has in one way and 
another been sifted and sorted and put 
into shape to guide the companies that 
remain to carry on the business and 
new ones that may come into the re- 
insurance field. G. Gardner, an English 
man with re-insurance experience, is 
one of those who dug out the facts that 
he views with importance and placed 
them into book form for the edification 
of readers in his own country, the 
Continent and the United States. His 
book “Re-Insurance” has recently been 
published by the Post Magazine Office, 
9 St. Andrew street, Holborn Circus, 
London, E.C. 4 and sells for five shil- 
lings and 3 pence, post free. 

In the language of Mr. Gardner he 
“has endeavored to place this subject 
before his readers in language as simple 
as possible and. at the same time, in 
such a practical manner that the stu- 
dent should have no difficulty in follow- 
ing the general practice of re-insur- 
ance.” He treats the subject historical- 
ly in the first chapter, then launches 
into descriptions of marine and fire poli- 
cies and the business procedure that 
should be followed in the conduct of 
that business. 

Facultative re-insurance, excess and 
percentage covers, the organization and 
manacement of re-insurance companies, 
consideration of re-insurance, the issu- 
ance of bordereanx and. other docu- 
ments necessary for the continuation 
of the business are all subjects of 
thorough examination. 

One of the best chapters in Mr. Gard- 
ner’s book treats of the ceding com- 
pany’s part in a re-insurance deal, 
From the American point of view this 
is important because most American 
companies stand in the position of 
ceders. Europe at this particular mo- 
ment is very solicitous of re-insurance 
business from companies over here. The 
Eastern Underwriter has recently pub- 
lished several stories describing either 


the trips to this country of foreign re- F 


insurance representatives or quoting 
letters from foreign brokers in which 
they chronicle the alleged advantages 
of ceding business abroad and person- 
ally make a play for such business. 

Extracts from the chapter dealing 
with the ceding company follow: 


Policy and Standing Re-insurance 
Companies 

The ceding company must give great 
consideration to the general policy as 
well as the financial standing of any re- 
insurers with whom it contemplates 
placing a percentage of its treaty and 
satisfy itself that the proposed cession 
is well within the capacity of the re- 
insurer. 

The chief concern of the ceding com- 
pany is security, and two allocations of 
10 per cent each to re-insurers of simi- 
lar standing is a sounder policy than 
ene of 20 per cent to a company with 
a capital of 50 per cent more than 
either of the other two. 

As a precaution a number of com- 
panies demand a deposit from each re- 
insurer according to the participation 
in the treaty; for instance, on a 10 
per cent share the deposit may he 
£5,000, and such deposits must remain 
intact in the name and at the disposal 
of the ceding company. The deposit 


money, however, is not lying dormant 
in the hands of the company. A clause 


in the treaty stipulates that such 
monies must be invested in first-class 
securities or put on bank deposit, there- 
by earning interest which is at the 
disposal of the re-insurers to withdraw 
or allow to accumulate as preferred. 

Such deposits whether invested: or 
placed in the bank must be in the name 
of the ceding company absolutely and 
not jointly, and must remain undis- 
turbed until all risks have run off and 
a final settlement on the treaty ar- 
rived at. 

Re-insurance Premium in Hand 

An alternative method to the deposit 
is for ceding company to keep 12 
months’ premium in hand, or the full 
premium until such time as the con- 
tract is finally completed and the re- 
sults determined. The latter method is 
very often adopted by companies who 
write a large “Time” account when four 
to five years may elapse before the 
results of the treaty are known. 


Where such an agreement exists the 
premium due to re-insurers is placed 
in a separate banking account in the 
name of the ceding company, so that it 
can reimburse itself at any time against 
payment of claims up to the amount 
due from re-insurers. 

Usually the ceding company retains 
the right to re-insure facultatively any 
risk or risks or part of any risk should 
the underwriter of the company deem 
such a procedure advisable. 

Such re-insurances are effected for 
the common account and in interests 
of all concerned, the understanding be- 
tween the ceding company and re-in- 
surers being that this power is only 
to be exercised where, in the opinion 
of the underwriter, it is prudent not 
to incur any liability or to reduce the 
liability on any particular risk. The 
re-insurers can rely on the discrimina- 
tion of the underwriter in effecting a 
facultative re-insurance for the common 


account, as a bad bargain means loss to 
his company to an even greater extent 
than to each individual re-insurer, the 
ceding company’s liability on any risk 
being usually greater than any one re- 
insurer’s. 

It is entirely at the underwriter’s dis- 
cretion which risk or part of a risk he 
elects to re-insure; likewise the com- 
pany with whom he places the risk and 
the rate to be paid. 

The expenses incurred, such as brok- 
erage and stamp duty, must be shared 
by the re-insurers on the treaty in pro- 
portion to their participation, and care 
must be exercised that such expenses 
are added to the net premium, on the 
re-insurance bordereaux. 

This applies especially to stamp duty, 
which is easily overlooked in dealing 
with risks re-insured, but if the re-insur- 
ance bordereaux includes a “total col- 
umn” (that is, the net premium and 
stamp duty added) the figures in the 
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total column should be taken as the 

premium to re-insurers instead of the 

figures in the net premium column. 
Agency Business 

In dealing with agency business, the 
commission due to the agent must be 
deducted from the net premium. 

One method is to place all agency 
business on separate bordereaux headed 
“agency business” and deduct the 
agents’ commission in one lump sum 
from the total net premium of such 
bordereaux. If the commission varies, 
include all business subject to the same 
rate on one set of bordereaux and com- 
pile another set for the other rate or 
rates. The heading for one set would 
be “agency business subject to 5 per 
cent commission” and for the other set 
“agency business subject to 10 per cent 
commission,” etc. 

The alternative method is to deduct 
the agent’s commission from each and 
every risk, working out each item on 
the original agency bordereaux. This 
method entails much more work than 
dealing with agency commission in one 
item, but many companies prefer it. 

The dbove methods only apply to 
quota share treaties where the re-in- 
surers participate in each and every 
risk. 

Under excess treaties the agency 
commission is dealt with on each steam- 
er and under each voyage. 

Of great importance to the ceding 
company is the question of expense en- 
tailed in the working of a treaty. If 
the re-insurance department is not most 
carefully and economically managed the 
commission obtained from the re-insur- 
ers will be absorbed in staff salaries, 
stationery, and incidental expenses, and 
the only satisfaction to the underwriter 
is that of writing business for his com- 
pany which he would have had to refuse 
but for the treaty. But why run a 
treaty if it does not pay? 

The Re-insurance Department 

Efficiently organized, the re-insurance 
department should be a source of profit 
to any company writing an account suf- 
ficiently large enough to run a treaty. 
A premium income of £100,000 a year 
of which only 25 per cent is re-insured 
by treaty can be worked to show a good 
surplus. On a premium income of 
£500,000 a year and upward, the treaty 
ought to provide a handsome profit, and 
there are underwriters who are satisfied 
to run the re-insurance department for 
the mere expenses if not at a loss. In 
many offices the expenses of the re- 
insurance department are not consid- 
ered separately, consequently, this 
heavy item is not apparent. 

Officials in many offices would be sur- 
prised if the outlay on the re-insurance 
department was dissected from the gen- 
eral expenditure to find that such a 
large amount was disbursed in running 
the department, and a little thought 
and re-organization would probably re- 
sult in a loss being turned into profit. 

Companies writing a small marine 
account would be well advised to con- 
sider whether it is worth while arrang- 
ing a re-insurance treaty, or re-insuring 
facultatively whenever their limits are 
exceeded. The latter method entails 
little or no expense and if occasionally 
a little higher rate is necessary to re- 
insure, the premium lost would be con- 
siderably less than the expense incurred 
by treaty re-insurance. 

The Bordereaux System 

If the bordereaux system is in use 
throughout the ceding company’s office 
a great deal of assistance in the work- 
ing of a treaty can be obtained from 
the policy department. 

The bordereaux system alluded to is 
the method of transferring all closed 
risks on to a definite bordereaux from 
the closing slips. Each bordereaux 
should be in triplicate, one to be re- 
tained in the policy department, one 
for the accounts department, and the 
third for the re-insurance department. 
Additional premiums, return premiums, 
and claims should be treated in the 
Same way, each class being kept entire- 
ly separate and all totals distinct. 

In established companies there may 
be three different years’ treaties run- 


ning at the same time and a suggestion 
is to enter the risks appertaining to 
the different years on separate bor- 
dereaux, thus: All risks attaching to 
1918 on one set, risks attaching to 1919 
on another set and risks attaching to 
1920 on on another, it being understood 
that the risks attach to the year in 
which they were opened. 

All that is necessary is for the clos- 
ing slips to be sorted out according to 
the year the risks were written and 
typed on to the bordereaux headed 1918, 


‘1919 or 1920 to which they apply. It 


might appear that this method would 
result in a waste of paper; but the bor- 
dereaux would only leave the policy 
department when full and not neces- 
sarily each day, and the little extra 
time entailed is well repaid by a great 
saving of work in other departments. 
It saves the accounts department dis- 
secting each year’s figures for under- 
writing purposes and is invaluable to 
the re-insurance department in the 
working of each year’s treaty business. 

Under the bordereaux system the 
checking of the figures attaching to the 
treaty is quite a simple matter. 

The premium on the bordereaux is- 
sued by the policy department is added 
and the amount carried forward each 
day until the final figures for the month 
are determined, probably about the 
second or third day in the following 
month, certainly not later than the fifth. 
If the bordereaux contain any items 
which do not attach to the treaty they 
should be deducted from the total, and 
the percentage re-insured by the treaty 
taken from the remainder should agree 
with the month’s total of the re-insur- 
ance bordereaux. As an example, we 
will suppose the bordereaux issued by 
the policy department for the month 
of June 1919, gives a total net premium 
Ca ora cae at Sitatcetined ats £44,379 16 4 
Deduct 1917 risks and 

other items not attach- 


ing 4,263 


£40,116 


R/I 55% £12,275 11 7 
Risks 

written 

in 1919, 

£17,797 

> a: re 

R/!I 60% £10,678 6 1 22,953 17 8 





Company’s retention: £27,162 16 9 


The item £12,275 11s. 7d. should 
agree with the total re-insurance bor- 
dereaux for the month of June attach- 
ing to the 1918 treaty, and the item of 
£10,678 6s. 1d. with the total of the 
re-insurance bordereaux attaching to 
the 1919 treaty. The above method 
would apply where one set of border- 
eaux contains all the month’s closed 
risks. 

If separate bordereaux had been is- 
sued for each year’s risks it is obvious 
attaching to the two treaties could be 
determined with a minimum of time 
and trouble. 

In certain offices the Accounts De- 
partment enter the premiums attaching 
to the various accounts from the clos- 
ing slips immediately after the risks 
are entered into the index book or 


TOO EASY TO BECOME A BROKER 





That’s What Charles A. Rogers, of West 
Forty-Second Street, 
Believes 





Charles A. Rogers, a broker of 152 
West Forty-second street, believes that 
there are too many unqualified brokers, 
and that the brokerage qualifications 
should be stiffer. Here’s what he has 
to say on the subject: 


“In the legal profession, irrespective 
of how long a person goes to college 
studying law, before he can become a 
lawyer in this state he must actually 
be employed by a law firm for at least 


two years before he will be in a posi- 
tion to be admitted to the Bar. I feel 
that the same thing should apply to 
the insurance brokerage profession, 
that before any person can become a 
licensed insurance broker that he or 
she must serve at least two years in 
a legitimate insurance broker’s office. 
Furthermore, the examinations in con- 
nection with obtaining a broker’s cer- 
tificate should be conducted the same 
way as all other examinations are con- 
ducted by the various other professions, 
such as law, dentistry, and medicine; 
that there should be certain times in 
the year when these examinations shall 
be conducted and that the questions to 
be answered should be put in the hands 
of the applicants on the day of the ex- 
amination so that the applicant shall 
have no previous knowledge of just 
what particular questions he or she is 
going to be asked; the present method 
of examinations by the State Depart. 
ment for insurance brokers is a farce. 
There are three or four stereotyped 
questions which are asked all applicants 
and with a little coaching 90% of the 
applicants are in a position to answer 
these questions. If they are unsuccess- 
ful in answering the questions the ex- 
aminer for the State Department in- 
structs the applicants to come back in 
two or three weeks and in the mean- 
time to study up on the answers. 

“I do not know of any profession 
which requires so much attention. ser. 
vice and study as the insurance brok- 
erage profession. Not alone must the 
brokers be in a position to properly 
protect their clients as far as coverage 
is concerned, but they also must be on 
the job at all times to see that their 
assureds are receiving the lowest pos- 
sible rates. Furthermore, I can safely 
say that 90% of the brokers at the 
present time are compelled to advance 
a large amount of premiums in order 
to protect their business and when you 
take into consideration the small 
amount of commissions paid a broker, 
you will agree with me that something 
should be done in order to stop this 
practice of persons becoming brokers 
over night.” 





—— = = —J 


cards, thereby dispensing with border- 
eaux in the accounts department. 

This method is quite satisfactory and 
efficient for an accountant’s purpose. 
If the company is running an excess 
treaty definite bordereaux are not ab- 
solutely necessary, but if the treaty is 
a quota share agreement, definite bor- 
dereaux are essential. 


N. Y. Board Wants 
New Regulations 


RESULT OF WAREHOUSE FIRE 





New York Board of Fire Underwriters 
Reports on Jane Street 
Fire 





An elaborate illustrated report was 
issued last Saturday by the New York 
Board of Fire Underwriters upon the 
fire of the Manufacturers’ Transit Com- 
pany’s warehouse, better known as “the 
Jane street fire,” which occurred on 
July 18 last with loss of life and heavy 
property damage. 

The New York Board states that the 
fire originated in the elevator shaft at 
the northwest corner of the building 
on the Jane street side, the initial spark 
which caused it probably being due to 
friction from a hook or other cause 
igniting a case of magnesium powder 
in the elevator shaft where approxi- 
mately eighteen cases constructed of 
wood and lined with metal or water- 
proof paper were being removed from 
the elevator to the sidewalk. Several 
minor explosions or puffs and intensely 
white flame occurred in and about the 
elevator shaft and the street. When a 
hose line was first directed upon the 
fire it only served to increase its in- 
tensity. The magnesium burned fierce- 
ly in the elevator shaft and on the side- 
walk, as is illustrated by pictures in 
the report. After the fire had been 
burning about twenty minutes and co- 
incident with the time at which a hose 
stream is said to have been directed 
into the elevator shaft a violent explo- 
sion occurred and blew out the entire 
portion of the west wall, which formed 
part of the elevator enclosure. 


The report assumes that the explana- 
tion of the explosion is that when the 
water was thrown on the burning mag- 
nesium powder, hydrogen gas was lib- 
erated and accumulated fn the elevator 
shaft, where it mixed with air and ex- 
ploded violently. It is also probable 
that the magnesium powder was stirred 
up into a dust cloud which became 
mixed with air and was a contributing 
factor in the explosion. After the mag- 
nesium powder had been burning for 
about twenty minuies in the elevator 
shaft, the explosion blew open all fire 
doors at communications with each floor 
from the elevator shaft, which may have 
been closed at the time, permitting the 
fire to spread simultaneously in all the 
stories. 

Besides the photographs of the burn- 
ing magnesium powder, the report 
shows those of the Jane street wall of 
the warehouse with a bulge caused by 
wet rolls of print paper, the east wall 
and the extent of the collapse, and “how 
part was pushed out by rolls of wet 
paper, the Twelfth street wall, the ele- 
vator shaft and next wall panel south, 
and an interior of the fifth floor of the 
warehouse which was filled with closely 
stored print paper in rolls. 

Conclusions of the Board 

The conclusions arrived at by the 
New York Board after nearly four 
months of investigation and analysis of 
the fire are: 

“1—The presence of storage of mag- 
nesium powder, a material capable of 
causing such a violent explosion as oc- 
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curred in this warehouse, indicates the 
advisability of a reconsideration of reg- 
ulations, both insurance and municipal, 
to determine if they need be strength- 
ened or made more explicit, with a view 
to preventing such material again find- 
ing its way into public warehouses. It 
also calls for a careful review of meth- 
ods having to do with the enforcement 
of insurance and municipal regulations, 
in order to determine wherein they may 
be made more effective in future. 


“2-Owing to the impracticability of 
reliably determining by observation the 
contents of all packages, it appears to 
be generally agreed that the warehouse- 
man, in conjunction with the owner of 
each class of merchandise on storage, 
should periodically give written state- 
ments showing the contents of pack- 
ages, and that this information should 
be supplemented by a careful checking 
of the packages on the part of in- 
spectors, 


“3—The fact that news print paper 
stored in this warehouse expanded so 
greatly when wet as to push down and 
badly bulge all four walls of the build- 
ing, again calls attention to the need 
of a comprehensive investigation, hav- 
ing for its object the determination of 
the amount of expansion of fibres and 
similar materials when they become 
thoroughly wet, which often happens, 
due to water which is thrown on them 
to extinguish fires. In this connection 
attention is directed to the report on 
the expansion of wet fibres in the ware- 
house of the Seaboard Warehouse Cor- 
poration, New York City, at the fire 
which occurred February 17, 1919, at 
which time a brick wall was pushed 40 
degrees out of line without collapsing, 
as it was braced by adjacent coal pock- 
ets.” 

Conference Committee Organized 

It was learned at the New York Board 
that a joint conference committee rep- 
resenting about seven different inter- 
ests concerned in one way or another 
with the matter of safe regulations and 
reliable supervision for public ware- 
houses from both the municipal and fire 
insurance viewpoint, has been organized 
and is actively at work considering ways 
and means intended to improve regula- 
tions and their enforcement. 

This committee calls attention to the 
present regulations for approved public 
warehouses which provide, where hemp, 
jute and similar fibres are stored, that 
a clear space shall be left at walls and 
columns in buildings so as to allow the 
bulk to expand freely 20% in any direc- 
tion when wet. This allowance, the 
committee says, may seem large, but in 
the light of experience in the Jane 
street case with the print paper and 
with the fibres stored in the Seaboard 
warehouse, calculations indicate that in 
the absence of scientific tests and de- 
terminations, nothing substantially less 
would be dependable. 





H. A. Levinson, of Harris & Dixon, 
Ltd., of London, arrived in New York 
this week on the Baltic. He will make 
a trip to the 


National Union To 
Have Own Building 


NEW FOUR STORY STRUCTURE 
Beautiful Home Office Now Under Con- 
struction in Select District of 
Pittsburgh 


What will be one of Pittsburgh’s fin- 
est homiest office buildings for the ex- 
clusive use of an insurance company is 


being built in the beautiful district 
known as Schenley Farms. The new 
home of the National Union Fire will 


front on the west side of Natalie street 
in the block north of Fifth avenue... It 
will be flanke’l on the left by the Con- 
cordia Club and on the right by the 
University Club now in course of con- 
struction. The National Union build- 
ing will, however, stand 25 to 30 feet 
away from the neighboring structures, 
thus affording excellent lighting and 
ventilating conditions to those within 
its walls. 5 
From the accompanying cut of the 
front elevation one will gain only an 
inadequate idea of the architectural 
merits of the structure. The first floor 
will comprise an elegant entrance lobby 
with employes’ dressing rooms on either 
side and further back will be quarters 


occupied by supply department and 
printing department. 

The executive offices will be found at 
the front of the second and third floors. 
The space on the second floor back of 
the executive offices will be used by 
the underwriting department. On the 
third floor will be installed the mis- 
cellaneous department offices other 
than that of the fire underwriting. 

Tastefully appointed lunch and re- 
creation rooms for employes are pro- 
vided for on the fourth floor and a 
large auditorium is reserved there 
which can be arranged for use for danc- 
ing or other form of entertainment. 

It is expected that the National Union 
will be in the new home by May 1 of 
next year. It is the first of the com- 
panies that have been quartered in the 
“Golden Triangle,” the name often ap- 
plied to Pittsburgh’s congested district, 
to move out to the more remote parts 
of town. The site chosen is select. The 
move was made necessary by the grow- 
ing business of the company and the 
plan of the new building is such as 
provide double the capacity of the quar- 
ters now used in the Chamber of Com- 
merce Building. The structural designs 
permit of additions being made as may 
be required by the future expansion of 
the company. The city and Allegheny 
County departments will continue in 
the quarters now occupied in the Com- 
monwealth Building on Fourth avenue. 


INSURANCE FEDERATION MEETS 


Date of Annual Meeting Changed to 
May; Officers to Continue 
in Office 


The annual meeting of the New York 
State Insurance Federation was held 
yesterday at 55 John street, New York. 
The date of the regular meeting was 
postponed until next May, and set to 
meet during that month hereafter. The 
officers and the executive committee 
will continue in office pending the regu- 
lar election to be held at that time. 

Secretary Charles H. Willoughby has 
recently taken two extended trips re- 
organizing the organizations in various 
counties. He spoke before the Glovers- 
ville Kiwanis Club, October 19, and be- 
fore the Olean organization on the 24th. 
During the last trip he appointed the 
following county committee chairmen: 
Columbia County, Edgar J. Rossman, 
of Hudson; Green County, O. T. Heath, 
of Catskill; Otsego County, Jesse C. 
Reynolds, of Cooperstown; Delaware 
County, C. C. Scutt, of Hancock; and 
for Ulster County, Y. W. McEntee, of 
Kingston. 

The Federation plans include organi- 
zations in Chenango, Richmond, and 
Queens Counties in New York City, and 
separation into two organization units 
of the present committee of Manhattan 
and Kings Counties. 
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The World’s Best Bargain 


he is not able to show that no assessment ghost 
need worry the man who buys insurance where 
in the first cost is the last—if he cannot do 
these things well, better indeed than the other 


What the Stock Insurance Dollar Will Buy prong a ey ne Bo oe eh 


All these things are easy to 





prove, but the agent whe is not prepared to 
fight, who is too lazy to exert himself or is too 


By Henry S. Ives, Secretary Casualty Information Clearing House  ini/icrent 9 seck information ‘might as well 


If shoes, clothing, foodstuffs, hard- 
ware, furniture, steel or any other simi- 
lar commodity were to be sold to the 


sell out his business and give some more capa- 


ble fellow a chance. There is no room in this 

No. 2 game for the laggard, no room for the man 

who blames all his troubles on the company 

contact. The more you know about your own he represents, no room for the man who leads 

rd bear . the assured to believe that the company is at 

business and the deeper your insight into the 

ilies fellowes Busiieas: theo nicse’ codidance fault be niggardly when a claim is not settled 

the other fellow j going. to have in you, the promptly or to his entire satisfaction, no room 

more policies you are going to write and the for the man who represents both stock and 
‘ . g ce iec = " > © ~ 

more commissions you are going to earn. That mutual companies and thus carries water on 


consumer with the same narrow margin 
between the intrinsic value of the thing 
sold and the price paid therefor as is 
insurance the whole economic structure 
of the world would have to be read- 
justed. No other business has effected 
such economies, has performed such a 
wide service ard has given so much in 
return for the price paid for what it 
has to sell as has the business of insur- 
ance conducted by legitimate stock com- 
panies. It is the most highly developed, 
the most efficiently conducted and the 
most sanely administered of all public 
service enterprises concerning which I 
have any information, and I resent as 


you should resent the deliberate false- 
hoods which are being circulated as to 
it by those who either wish to destroy 
it as a privately conducted institution 
or to substitute for it some other sys- 
tem masquerading as co-operative and 
altruistic, but in truth a system alien 
to our national traditions and highly 
monopolistic in every tendency. 

In my opinion, a stock company in- 
surance policy is the biggest bargain 
on the world’s trading counter and the 
purchaser gets more value for his 
money than any other business can 
offer. 

This matter of costs is only one of 
the many puzzling problems which the 
representatives of legitimate stock 
company insurance must face in carry- 
ing on their work. They continually 
are confronted with new issues which 
must be met and they must be prepared 
for every emergency. In his admirable 
report a year ago to the National Asso- 
ciation of Insurance Agents, Mr. A. G. 
Chapman, of Louisville, then chairman 
of the executive committee, urged all 
agents to “study the economics of the 
business.” I heartily agree with him, 
but would suggest that this recommen- 
dation be changed to read “study the 
economics of all business.” 


Fundamental Economic Principles 


It is just as important for the insur- 
ance agent to understand fundamental 
economic principles as it is for lawyers 
to understand laws, and for doctors to 
understand the anatomy of the human 
body. The stock insurance agent who 
cannot properly explain why stock in- 
surance is superior to the co-operative 
system is a poor agent, even though he 
be an expert in the technical applica- 
tion of compensation rates. The stock 
insurance agent who does not under- 
stand the fundamental social and eco- 
nomic differences between the system 
which he represents and the co-opera- 
tive system is a poor agent, even 
though he knows all about various 
forms of fire coverage. 


Every agent ought to know that stock in- 
surance is the only form of insurance which 
conforms to American economic and business 
practices and which is in every way capable 
of carrying on this vast business in a demo- 
cratic, equitable and national manner. Every 
agent ought to know that the chief competitor 
and assailant of this system is the so-called 
co- operative scheme of providing insurance pro- 
tection which is the logical development o 
economic theory entirely alien to that upon 
which this government was founded. Every 
agent ought to know that this co-operative 
scheme is monopolistic in its tendency because 
in order to attain any measure of success it 
must be confined to selected risks and must 
therefore in practice deny the universality of 
the institution of insurance, and all of its 
public service aspects as well; and that it is 
undemocratic because it cannot be national in 
its scope, because it cannot apply to all alike 
and because under such a system the assured 
must be chosen instead of being the chooser. 

These are only a few of the fundamentals 
which the stock insurance agent ought to famil- 
iarize himself with and after doing so be pre- 
pared to talk economics as well as rates to the 
business mien with whom he comes in daily 


both shoulders. Such agents are not only doin 
ona — ha incentive enough to warrant a themselves an injury "ha also are doles on 
whole-hearted effort. injustice to their fellows. There should be no 


Revival of Co-operative Competition — ome as divided rg ie ig rage 
M: a : - 1e stock company interests have no right to 
Pg A ag ag Mtr ‘eesh a ae pa say that a man shall not become the agent of 
piece be a reciprocal or a mutual, but they have the 
operative competition. Instead of going out right to say that a man shall not become the 
and putting up a lively scrap for their busi- x 
agent of a mutual or reciprocal and a_ stock 
ness lives, they have retreated in disorder. Sih 
> E Such mongre! agencies should be 
The trouble with such agents is that when a plod akot 7 rer tas 
: b b . frowned upon. They are a liability to both 
srospective purchaser of insurance indemnit : - i 
pa pa Ls sisckh company inedsuhes a systems. Ne can respect the man who has 


sag the courage to stand up and be counted with 
a i oe ee = wna aes the ¢ for ce coal — we — Psa — it, 
: - spect for the man who undertakes to straddle. 
pe for their PR. Fy’ J E=_ = This is the sound doctrine promulgated by the 
ing, and it is a plausible story indeed that National Association of Insurance Agents and 
he pours into the ears of the new customer. should be made to apply everywhere. — 
And it has often come to my attention that The stock companies are doing considerable 
stock company agents in the face of such a work in the effort to help their agents to over- 
situation have actually tried to excuse the come mutual and reciprocal competition. The 
rate which they have offered by saying that campaign is beginning to tell. The howls of 
their company either was profiteering or didn’t Protest, raised by the other side as the “un- 
know what it was doing. Let me ask you ethical” practices and all that sort of thing. is 
frankly, how on earth can a stock company evidence of this fact. The stock companies 
agent get business that way? He is sure to would never have gotten into this fight seri- 


fail and ought to fail. ously if the co-operatives, especially in the 

1e stock company system needs no apolo- middle west, had not started a deliberate cam- 
gists. It is the only system which has any paign of insinuation and falsehood against 
economic justification as a national institution. them. The “trust” charge was the least of 
At the same time it must be realized that these these accusations. Now they protest in pious 
so-called mutuals and _ reciprocals from the horror when we take them to task for telling 
standpoint of law are legitimate business con- untruths about our business. We never have 
cerns and are entitled to get whatever busi- told anything but facts in regard to their busi- 
ness they can get. So far, taking the country ness and the truth always hurts more than a 
as a whole, they haven’t got much and are falsehood. Perhs ape the stock companies have 
actually getting » this year than they did ty done enough for the agents in this struggle. 


last, but at the same time they threaten to get No doubt ample opportunity exists for additional 


more and to make serious inroads in certain activities. But in the last analysis it is up to 
restricted sections unless the stock company the agent. No company decree, no ultimatum, 
agents put some old-fashioned American gump- no circulation of pamplilets, no speechmaking 
tion into their business methods. If the stock will accomplish much if the agents are not 
company agent is not prepare -d to prove that prepared to defend their own. No waving of a 
the system he represents is in every way su- magic wand and not even higher commission 
perior to the co-operative scheme, if he is not will transform a bad and inefficient agent into 
prepared to demonstrate conclusively that any a good and efficient agent. The status of every 
extra charge that may seem apparent in the agent in this game largely depends upon him- 
first instance is amply justified by superior self 

service and by the unquestioned solvency and The average mutual and reciprocal promoters 


safety of the company he represents, and if base their chief claim for consideration on the 





“Explain each policy” 





Would you accept a contract involving several 
thousands of dollars without reading it and fully 
understanding its purport? No, and neither would 
you deliver such a document without feeling sure 
that the second party understood it in the same way. 


Yet, every day, thousands of policies—contracts of in- 
demnity—are delivered and accepted with scarcely a 
glance at the terms. 
The consequences are apparent: violations; loss adjust- 
ments made difficult through ignorance of the workings 
of various clauses which bring criticism to the doors of 
the agency and the company and a mistaken conception 
of the business as a whole. 
The Fidelity-Phenix again indorses the “Read 
Your Policy” idea, and adds “Insurors, explain each 
policy you deliver.” 
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economies they pretend to effect by the elimi 
nation of the insurance agent as a tuctor in the 
business. They tell the prospective buyer that 
the price he pays for stock insurance includes 
a large commission to you agents for which 
he gets no return. They promise him the same 
insurance and the same security, less agency 
service which they discount 100% in their argu- 
ments It is here that the element of cost 
euters into the argument, one phase of which 
| have already discussed. It is the old struggle 
of the local store against the mail order house 
translated in terms of the insurance business. 
It must be admitted that whatever apparent 
initial saving the buyer may make by joining 
a mutual or reciprocal organization is almost 
analogous with the amount which the stock 
company pays to its agent for his work. Under 
these circumstances it is up to the agent to 
prove conclusively that his services are worth 
the difference in initial cost between stock 
and co-operative insurance, Unfortunately, the 
buyer in many instances cannot see be yond the 
bill he gets for his first premium in comparing 
the two systems. Unless the agent can demon- 
strate that he is worthy of his hire he must 
Pass out of the picture It is easy for the 
effort and if he does make the effort and give 
ample and proper service at all tines the co- 
operative competition will soon fade away into 
thin air. If ager.ts generally do not canal this 
service, do not justify their existence, the 
American agency system ig doonred. 

And in conclusion let me impress upon you 
that the insurance agent who confines his atten- 
tion to dollar chasing and getting signatures 
on the dotted line, who ignores the finer and 
more subtle elements in his vocation and who 
avoids the responsibilities of service which are 
imposed upon him is not worthy of the system 
he represents. And the co-operative insurance 
organization which openly sneers at insurance 
service, which advertises that it has done away 
with this most distinctive feature of the in- 
stitution it is vainly trying to imitate and 
which gloats ower its own exaltation of price 
above sootention and of temporary saving over 
continuous satisfaction, should be entitled to 
little or no consideration in the places where 
the work of the world is done. Both of these, 
the agent who neglects service and the or- 
ganization which disparages service, are social 
liabilities, and the failure of the one to act 
in accordance with the traditions of his_pro- 
fession and the futile economic policies of the 
other are a constant menace to the proper 
growth of development of the free institution 
of insurance. 

Taking service away from insurance is like 
drawing the sap from a tree; like shutting off 
the current from a dynamo. The thing alone 
remains. And the moment you as agents per- 
mit service to lag, the moment that you forget 
to capitalize for your own good primarily that 
eature of your work, the moment that you 
forget services to chase dollars, just that mo- 
ment you will find there are no more dollars 
to chase. 


NEW PITTSBURGH AGENCY 








C. W. Morris and James McClure Pur- 
chase Agency Formerly Conducted 
by C. K. Underhill 


The Pittsburgh agency formerly con- 
ducted by C. K. Underhill under the 
name of the C. K. Underhill Company 
has been acquired by Charles W. Morris 
and James McClure, who will conduct 
the business under the firm name of 
McClure & Morris at 415 Union Bank 
Building. Both gentlemen are well 
known throughout Pittsburgh fire insur- 
ance circles and were associated with 
Mr. Underhill up to about a year ago. 

Mr. McClure started in the fire insur- 
ance business some years ago in the 
partnership of Little & McClure. Fol- 
lowing the retirement of Mr. Little from 
the firm, he conducted the business for 
a time alone and then became organized 
as the Saxon-McClure agency in associa- 
tion with C. L. Saxon. This later de- 
veloped into the Underhill-McClure 
agency, with offices in the Ferguson 
Building. 

Mr. Morris commenced his career 
with his father, Walter Morris, for 
many years local manager of the West- 
chester Fire. At the death of the latter 
he conducted the agency under the 
name of Walter Morris’ Sons. About a 
— ir ago he became associated with the 

Underhill agency and opened an office 
in the Ferguson Building. 





DROP SUIT AGAINST COMPANIES 

A suit to recover for an alleged fire 
loss of $85,000, brought in the circuit 
court at Camden, New Jersey, by Max 
Spector, Abram Larner and Max Peck, 
proprietors of a Camden department 
store, against thirty fire insurance com- 
panies, was suddenly withdrawn when 
the counsel for the plaintiffs asked for 
a voluntary non-suit before the defense 
presented evidence. 

Plaintiff's counsel refused to com- 
ment. Counsel for the defendants said, 
“There was no settlement by the in- 
surance companies nor will there be 
any.” 
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Whitman Threatens 
Contempt Proceedings 


LERCH “REFUSED TO ANSWER” 


Echo of Wisconsin Investigation of 
Fire Insurance Conditions; Promi- 
nent Western Men Called 








Madison, Wis., Oct. 23.—-Insurance 
Commissioner Platt Whitman has taken 
under advisement the question as to 
whether he shall ask for an order from 
the Dand County Circuit Court compel- 
ling W. L. Lerch, western manager of 
the Great American Insurance Com- 
pany, at Chicago, to answer the ques- 
tion propounded to him in the insurance 
investigation here or to be certified for 
contempt. The law in Wisconsin re- 
quires witnesses to answer and upon 
refusal to do so they may be jailed by 
order of the Circuit Judge. 

Commissioner Whitman has under 
investigation the proposed rules and 
regulations authorized by law applicable 
to the fire insurance companies of this 
state. Five years ago the legislature 
passed a law authorizing the companies 
to form an inspection bureau for the 
purpose of rating and giving them au- 
thority to make such rules and regula- 
tions as might be approved by the Com- 
mission. 

The idea back of this law was to get 
reasonable fire insurance rates in Wis- 
consin and to prevent discrimination 
among insurers. After extended hear- 
ings and investigations the insurance 
companies filed on August first a book 
of rules. Commissioner Whitman dis- 
approved a number of these rules “be- 
cause they were unreasonable and cur- 
tailed the rights and privileges formally 
granted policyholders in this state.” 
Simultaneously he ordered a reduction 
of tornado insurance rates in cities of 
25 per cent. 

The insurance companies asked for a 
rehearing for the purpose of ultimately 
carrying the matter to the courts. Dur- 
ing the past week a score of insurance 
witnesses have been on the stand be- 
fore Mr. Whitman testifying in behalf 
of the companies, 

Evidence given by W. L. Lerch of the 
Great American Insurance Company 
showed that in addition to the Wiscon- 
sin Inspection Bureau authorized by 
law that there was a secret agreement 
between the members of the Western 
Union and the Western Insurance Bu- 
reau. The Western Union and _ the 
Western Insurance Bureau are organiza- 
tions composed of officials representing 
over 90% of the stock fire insurance 
companies doing business in this state. 

Commissioner Whitman sought to 
prove that certain insurance practices 
which could not be enforced through 
the Wisconsin Inspection Bureau and 
through the Commissioner of Insurance 
were enforced by the companies by 
secret agreement which all companies 
were pledged to adhere to, and also 
that any company that failed to live up 
to the agreement was penalized either 
by fines or the withdrawal of business 
so that no company would dare to vio- 
late the agreement. 


Refused to Answer 

When objection was made by Attor- 
ney E. L. Hicks of Chicago that the 
questions along this line at the re- 
hearing was in the nature of a “fishing 
expedition” and improper Commissioner 
Whitman ordered the witness to answer 
fully. 

“T refuse to answer on advice of 
counsel,” said Mr. Lerch. 

“Upon what grounds does your coun- 
sel advise you not to answer,” asked 
Mr. Whitman. 

“IT refuse to answer.” 

“Do you refuse to answer on the 
ground that it would incriminate you,” 
asked Mr. Whitman. 


“IT refuse to answer on advice. of 
counsel.” 


Prior to this line of questions Attor- 
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and good will are mine. 


in on my experience, 


be arranged. 








To Company Presidents: | 


I am tired of traveling as a special agent although 
[ have made good for years in the field. 
am dissatisfied with my. present executive posi- 
cause | have no opportunity to make an asset of 
the hundreds of Eastern local agents, whose friendship 


| am open to a proposition which will take me to a 
desk where as an executive I can help a company cash 
my knowledge of fire insurance, 
and my acquaiitance with the best class of local agents. 

If | have interested you communicate with The 
astern Underwriter and a confidential interview can 














ney Hicks had made objections and 
asked that further probing along this 
avenue cease, This objection by the 
attorney of the insurance companies 
wus overruled by Commissioner Whit- 
man because he said that seekers for 
fire insurance are placed at a disad- 
vantage when the companies can them- 
selves combine and enforce a system 
of rules governing rates from which no 
company dared deviate. The insurance 
law provides that there may be devia- 
tions in the writing of risks but Com- 
missioner Whitman was attempting to 
prove through the testimony of Mr. 
Lerch that no such deviations had oc- 
curred primarily through the secret 
agreement of these companies. 


The insurance rehearing has been ad- 
journed until Wednesday. Mr. Lerch 
was called to Chicago before his ex- 
amination was completed. Commis- 
sioner Whitman said Mr. Lerch was 
subject to call for further examination 
and the question now under further 
consideration is whether Lerch will be 
compelled to answer the line of ques- 
tioning to which his attorney objected. 
Assistant Attorney General E. L. Bump 
was present at the hearing and Com- 
missioner Whitman intends to have him 
make a thorough investigation whether 
the contempt laws of this state and the 
decision of the court compel witnesses 
to answer such questions in an investi- 
gation of this character. It is probable 
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that another ten days will be consumed 
in examining managers of companies 
and other witnesses. 

The insurance investigation was 
opened on Tuesday, October 19. As- 
sistant Manager Hobbs of the Western 
Actuarial Bureau was the first witness 
called. Other witnesses were George 
Bell, western manager of the National 
Fire Insurance Company of Hartford; 
W. D. Reed, vice-president of the North- 
western National Insurance Company 
of Milwaukee; and Clem Wheeler, as- 
sistant general agent of the Hartford 
Fire Insurance Company. 

The upshot of this investigation will 
probably be that Commissioner Whit- 
man will order in a certain book of 
rules governing fire insurance in this 
state, and disapprove certain rules and 
practices which they wish to follow. 
It is probable that the companies will 
then make an appeal to the courts and 
there will be a real legal test of the 
powers of the Commissioner of Insur- 
ance and the constitutionality of the 
rating Jaw under which the Commis- 
sioner claims to have power to regulate 
these companies both as to rates and 
practices, 

Disclosures of profits and expenses 
in tornado insurance policies of Wis- 
consin have come as the result of an 
order by Insurance Commissioner Whit- 
man reducing tornado insurance rates 
on all property in the state except farm 
property. Insurance companies have 
taken exception to this order of the 
Insurance Department and the contro- 
versy has been made the subject of a 
hearing. 





Historic Documents 
Shown By Buell 


TALKS TO ALBANY FIELD CLUB 








Veteran General Agent of Agricultural 
Has Been in Insurance Business 
Fifty-One Years 
Fred F. Buell, who has spent fifty-one 
years of his life in the insurance busi 
ness, and is general agent in New York 
State of the Agricultural, was the prin- 
cipal speaker at the Albany Field Club 
a few nights ago. His talk was remin- 
iscent. He told of the big Troy fire 
which occurred May 10, 1862. It started 
on the Troy Green Island bridge about 
noon, caused by sparks from a locomo- 
tive. There was a high wind blowing 
at the time, which carried burning shin- 
gles and boards all over the city and 
before it was extinguished about 500 
buildings burned, with a loss of $2,700,- 
000 and insurance of about $1,500,000. 

Five people burned to death. 

Mr. Buell had with him aé_ policy 
issued by the Agricultural in March, 
1853, one month after the company 
started, with the original application, 
as well as the daily report of the pres- 
ent policy, the company having insured 
the property continuously for nearly 
seventy years. 

The speaker also had a number of old 
policies, pictures, rate books and forms 
that were of interest, together with a 
“forged policy,” that was picked up in 
the western part of the state. 

Mr. Buell told about the Chicago fire 
of October, 1871, and the Boston fire of 
November, 1872. About sixty companies 
failed in the first and about forty in the 
second. 

TO RUN FOR COUNTY TREASURER 

Theodore L. Rogers, of Rogers & 
Ashe, Inc., Little Falls, N. Y., is a can- 
didate for county treasurer. He is a 
Republican and has always been in the 
insurance or banking business. He is 
president of the Little Falls Chamber 
of Commerce and a member of the 
board of control of the Exchange Club 
of that city. 
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Fords Choice Morsels 
For Auto Thieves 


NEARLY 60% OF CARS TAKEN 





Report of Atlanta Detective Bureau 
Shows Progress Made in Arresting 
and Convicting Thieves 





From the annual reports of the Auto- 
mobile Underwriters Detective Bureau 
at Atlanta, Ga., an accurate view of the 
automobile theft situation is possible. 
Manager Claude Patterson, energetic 
and persistent in his campaign against 
automobile thieves, is making excellent 
headway throughout the southern 
states, His review of the twelve months 
September 30 of this year contains 
many interesting facts and comments. 

For the sake of comparison Mr. Pat- 
terson gives figures for the first nine 
months of 1921. During that period 
1,429 cars were stolen, at an average 
of 159 each month. Thefts for the twelve 
months, October 1, 1921, to September 
20, 1922, reached the total of 1,985, or 
162 for each month. The nine months 
of 1922 show average thefts of 161 per 
month. 

Of the 1,985 cars reported stolen 932 
were recovered. Georgia leads the list 
of states having the most stolen ma- 
chines. Nearly seven hundred were 
taken in Georgia and 371 in Florida. 
Mississippi came at the tail end, with 
twenty-two cars reported missing. Of 
all the cars stolen 1,644 were insured, 
showing that, contrary to the prevalent 
belief that only a small percentage of 
automobiles are insured, nearly five- 
sixths in this instance were protected. 

The theft of Ford cars shows an in- 
crease for the twelve months of 37%. 
Out of the total losses, already quoted, 
1,102 were Fords, with 374 recoveries, or 
34%, whereas the percentage of recov- 
eries for all other makes—excluding 
Fords—was 67%. The nearest competi- 
tor to the Ford as a temptation for 
thieves was the Buick, with 159 thefts, 
and then the Dodge, with 131. All the 
remaining makes individually numbered 
less than one hundred. 

The record of police success is pleas- 
ing. Nearly three hundred thieves were 
arrested and 142, or exactly half, were 
convicted and 114 still awaiting trial. 
The average sentence amounted to two 
years and six months. 

Results in this part of the work, 
states Mr. Patterson’s report, are only 
measurable by ratios of thefts to recov- 
eries as compared with other years, tak- 
ing into consideration the number of 
cars licensed in a state for a given year, 
and further by the number of thieves 
apprehended and convicted. As com- 
pared with my report at the 1921 annual 
meeting, which covered figures for the 
first nine months of 1921, the figures 
for the twelve months from October 1, 
1921, to September 30, 1922, show an 
increase in thefts of three cars per 
month. 

As to arrests and convictions, the 
figures show a total of 109 arrests for 
the first nine months of 1921, with forty- 
three convictions, a8 against a total of 
283 arrests for the twelve months, Octo- 
ber 1, 1921, to September 30, 1922, and 
142 convictions, an improvement for the 
last twelve months of 160% in arrests 
and 240% in convictions. 

In the early part of 1922 a meeting 
of all bureau managers was held in Chi- 
cago, under the auspices of the National 
Theft Committee, and, as a result there- 
of, among other things, there was insti- 
tuted a daily interchange of thefts re- 
ported, so that within two or three days 
after a theft occurs in outside territory, 
we have a record of same on file in our 
office, as do all other bureaus. This 
feature enables us to answer inquiries 
in cars stolen outside our territory with- 
out the necessity of wiring. At this con- 
ference, the plan of having reported to 
bureaus all cars confiscated by the 
— States Government, was given 

e, 


A. G. THACHER GETS D. S. C. 





New York Marine Insurance Lawyer 
Decorated for Personal Bravery 
By U. S. Government 





Archibald G. Thacher, one of the most 
prominent New York lawyers represent- 


ing marine insurance underwriters and 
brokers, last week received the Distin- 
guished Service Cross from the United 
States Government for gallantry in ac- 
tion while leading his men in a flank 
movement across the River Aire in 
France during the world war. The inci- 
dent occurred in the action against St. 
Juvin on October 14, 1918, while Mr. 
Thacher was serving as major of the 
36th Infantry. The citation describing 
the act of bravery follows: 


“While commanding the Second Bat- 
talion in a flank march across the Aire 
River, Major Thacher, acting with the 
greatest gallantry and with utter disre- 
gard for his own safety, personally 
made a reconnoissance in the face of 
heavy hostile machine gun fire and shell 
fire, well in advance of his battalion, 
thereby saving his command from 
heavy losses. It was due to his thorough 
reconnoissance that his subsequent suc- 
cessful attack on the strong hostile posi- 
tion was consummated.” 


Mr. Thacher is now a lieutenant: 
colonel in the Officers’ Reserve Corps. 
He is associated with Barry, Wain- 
wright, Thacher & Symmers. 





BURLAP RATES CUT 





Is Report in Marine Circles; Committee 
Working to Decide Best Course 
to Meet Offender 





Burlap is the latest commodity in- 
sured under a tariff agreement among 
marine insurance underwriters to be- 
come the subject of a threatened rate 
war. It is reported that one company 
in the large association has made de- 
cided cuts in the rate and is thus mak- 
ing a canvass for accounts held by 
other memnbers of the group. To fore- 
stall this attempt, according to authori- 
tative information, a committee of un- 
derwriters has been appointed to in- 
vestigate the matter and possibly to 
recommend at a general meeting that 
every company act to meet the propo- 
sition of the offending company. 

By this procedure the latter company 
will have gained nothing by its venture 
and every company will have lost the 
possibility of profit represented by the 
difference in the present rate and that 
to which they may step downward. One 
of the unfortunate twists of fate with 
respect to competitive struggles is that 
while it is easy to lower rates to meet 
other rates it is exceedingly difficult 
to later lift the rate to its former level 
to the complete satisfaction of assureds 


who naturally react hostilely to such 
moves. 
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MILLER FOR TAXATION CHANGE 





District of Columbia Commissioner En- 
dorses Change in Bill Now 
Before Congress 





Burt A. Miller, Superintendent of In- 
surance for the District of Columbia, 
has informed the press of his endorse- 
ment of taxation changes in the insur- 
ance bill designed to govern the proce- 
dure of companies operating in his 
jurisdiction. His statement follows: 

“The principle of taxation for the in- 
surance business as now carried out in 
the Marine Bill passed by Congress and 
signed by the President on March 4th 
last, and championed by the Board of 
Trade of Washington, also endorsed at 
the recent annual meeting of the Na- 
tional Convention of Insurance Commis- 
sioners of the United States held at 
Swampscott, Mass., is an old principle 
in insurance advocated today in this 
country by the best minds connected 
with the insurance fraternity. 

“In order that there might be no con- 
flict or misunderstanding with any pro- 
posed legislation or changes in the code 
of insurance laws for the District of 
Columbia in the method of taxation, it 
has been thought best by those super- 
vising the preparation of the revision of 
U. S. Senate bill No. 2229, which is the 
proposed code for the district, and 
which bill has been pending in Congress 
for some time, that the principle of tax- 
ation as set forth in the Marine Bill 
should be the method of taxation for all 
companies organized or licensed and 
doing business in the district under the 
new law when it is finally passed. 

“These gentlemen have so advised 
the Superintendent of Insurance and he 
in turn desires that such method of 
taxation be incorporated in the pro- 
posed bill when it goes to Congress.” 





KEHOE MARINE MANAGER 


Thomas P. Kehoe has been appointed 
manager of the marine department of 
Wilcox, Peck & Hughes at San Fran- 
cisco. Mr. Kehoe succeeds G. W. Cor- 
telyou and has been with the brokerage 
office for about a year. Formerly he 
was associated with the marine depart- 
ments of the Automobile, of Hartford, 
at Chicago, Boston and New York. 
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THEFT AGREEMENT FALLS 





English Marine Underwriters Abandon 
Restrictions When Many Fail to 
Live Up to Terms 





Defections in the ranks of English 
marine underwriters subscribing to the 
Theft and Pilferage Agreement have led 
finally to the total abandonment of that 
method of conducting theft underwrit- 
ing. While most of the companies, 
through their London offices, kept faith 
and accepted theft insurance only to 
the extent of 75% of the shipping value 
of commodities, some of the selfsame 
companies are accused of writing 100% 
insurance through provincial offices and 
thus securing business they might not 
otherwise have obtained. In London 
itself a few companies failed to live 
up to their word. 

Finding underwriting conditions as 
thus described, it was decided that it 
was best for everyone concerned to cul- 
minate the agreement and give each 
company the free hand it wanted with- 
out any embarrassing restrictions. From 
the outside viewpoint the wisdom of 
throwing over the agreement is serious- 
ly questioned. Theft conditions have 
hardly had time so to improve that full 
value coverage can be given indiscrimi- 
nately without fear of the re-entrance 
of the moral hazard feature. But the 
drive for theft, as well as ordinary ma- 
rine business, has become so acute that 
obedience to voluntary agreement can 
scarcely be maintained. The American 
agreement fell through some time ago 
on the theory that it was too difficult to 
prevent assureds from getting full cov- 
erage if they were insistent upon it. 





MAY BE PROFIT ON LAKES 

When the Great Lakes season closes 
November 1 for wooden vessels and 
December 12 for other navigation 
marine underwriters will begin to check 
up on their experience for 1922. It is 
said by some that the present season 
has been decidedly better than last 
year with respect particularly to claims 
paid out for the costs of repairs. While 
the volume of total loss and particular 
average hull losses is thought to be 
in the neighborhood of that for last 
year the costs of repairs in the Great 
Lakes yards has dropped off to the 
evident and decided delight of the un- 
derwriting fraternity. There still re- 
mains a dangerous period, between now 
and the season’s closing when an un- 
expected winter storm might sweep 
across the lakes doing tremendous dam- 
age and upsetting the comfortable cal- 
culations that now are taking shape in 
the minds of some underwriters. Pray- 
ers are being offered for fair weather. 





F. H. JONES TO MARRY 

F. Hastings Jones, head of the loss 
department of the Marine Office of 
America and possessing one of the 
pleasantest personalities along Beaver 
street, has gone back to England to 
marry. He sailed last Friday on the 
“Olympic” and expects to be absent 
from his desk for a period of six weeks 
or two months. The congratulations 
of the marine insurance district are 
extended to the fair bride-to-be and Mr. 
Jones, both of whom will return to New 
York after their honeymoon, 
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Carriers’ Statement 
On New Lading Rules 


OBJECTIONS TO SOME CLAUSES 
Suggest to American Delegates That 
Shipowners Not Be Burdened With 
Much Added Responsibility 








The American Steamship -Owners’ 
Association has prepared a statement 
on the Rules for the Carriage of Goods 
By Sea and sent it fo the American 
delegates who Tuesday a week ago at 
tended»the general shipping conference 
in Brussels, selgium. The general 
theme of the statement is a complaint 
against the alleged onerous impositions 
placed upon the shipowners in the re- 
vision of The Hague Rules of 1921. 

Parts of the statement of the ship- 
owners are published herewith for the 
benelit of underwriters who, also, are 
ugitating for the inclusion in the new 
rules of certain provision placing add- 
ed responsibility upon the carriers who 
to date have managed to escape about 
all the responsibility they could pos- 
sibly dodge. 

Following is the attitude of the ship 
owners: 

The Revised Hague rules require the 
carrier to show upon the bill of lading 
the apparent order and condition of the 
goods as received, and make. the bill 
of lading prima facie evidence thereof. 
As the carrier is required properly and 
carefully to handle, load, stow, carry, 
keep, care for, unload and deliver the 
goods, the effect is to impose the car- 
rier liability for external damage _ to 
the goods. The carrier cannot escape 
liability for concealed losses and dam- 
ages, i. e., losses or damage to the 
contents of packages, unless it shows 
that neither its actual fault or privity, 


nor the fault or neglect of its agents, 
servants, or cmployes contributed to 
the loss or dumage. ‘The result will 
be that however diligent the carrier 
may have been in his efforts properly 
to haudic, loud, stow, carry, keep, care 
for, unload and deliver the cargo, it 
cannot, under these rules, escape lia- 
bility, unless it proves the cause of the 


loss and shows that it was not caused 
by the n iscnce of its employes. It 
is puarticuiariy this burden against 


which th hipowuers complain as_ be- 
ing unjust aud unreasonable, and which 
the proposed rules of the association 
somewhat modify. 

It is well knowy that it is impossible 
always to ascertain the causes of many 
losses and damages to cargo, especially 
with respect to the contents of pack- 
ages. It is utterly impossible for the 
carrier to open all packages received 
for shipment and ascertain the nature 
and condition of the contents. Ship- 
ments arrive at the loading dock of the 
ocean stcamship from points in the in- 
terior, by rail, motor and lighter, and 
manifestly it is impracticable to deter- 
mine the nature and condition of the 
contents of the packages, or whether 
there has already been a theft from the 
packages prior to their receipt by the 
steamship company. Similarly, it is 
impossible for the carrier to exercise 
control over and guard the packages 
after delivery from the ship and until 
they have reached the warehouse of 
the consignee. 

When, therefore, a case of goods is 
shipped from an interior point, it may, 
when it reaches the hands of the ulti- 
mate consignee at a foreign port, have 
uffered a loss or damage to its contents 
from a cause which can never be asgs- 
certaincd. Such loss or damage the 
Association regards as a proper subject 
for insurance, and is customarily in- 
sured by shippers. To impose upon the 
shipowner the burden of showing that 
such loss was without his fault or 
privity, or without the fault or neglect 
of his agents, servants or employes, as 


do the Revised Hague Rules, would 
have the practical result of imposing 
the burden of loss upon the shipowner, 
unless he could show how and where it 
occurred. 

This burden is enhanced under the 
Revised Hague Rules by not requiring 
the giving of any notice of claim of 
damage, and by permitting suit to be 
brought two years after the date of the 
delivery of the goods or the date when 
the goods should have been delivered. 
The rules make the removal of the 
goods prima facie evidence of the de- 
livery by the carrier of the goods as 
described in the bill of lading, but the 
failure to give notice does not prevent 
the institution of suit within two years. 
The practical result will be that the 
shipowner will be faced with suits long 
after delivery, without any previous no- 
tice of claim, and under the evidence 
adduced by the shipper or consignee 
will not be able to escape liability for 
concealed damage, unless he can show 
how and where the loss occurred. 

Carriers Complain 

These losses are customarily insured, 
and the effect of transferring an un- 
escapable liability to the shipowner will 
simply mean that the cargo underwriter 
will recoup its loss from the shipowner. 
Manifestly, the carrier cannot afford to 
carry the risks uninsured, and it will, 
therefore, cover itself by insuring in 
protection and indemnity associations, 
and if competition makes it possible, 
will add the premium to the freight. 
This in the end would result in a double 
insurance premium being paid for one 
risk, first by the shipper or consignee, 
and secondly by the shipowner, and ul- 
timately the consumer through §in- 
creased freight. The real beneficiary 
will be the cargo underwriter, who re- 
ceives the premium and recoups_ his 
loss from the second underwriter. In 
the judgment. of the association this is 
uneconomical and unsound. 

It is particularly to modify these bur- 
dens that the rules proposed by the As- 
sociation have been drafted. Having 


exercised, however, due diligence, to 
make the ship seaworthy, and having 
so proved aflirmatively, the carrier is 
exempted from liability for loss or dam- 
age arising from  unseaworthiness, 
latent defects, and any act of neglect 
or default of the master, mariner, pilot 
or servants of the carrier in the navi- 
gation or management of the ship, 
perils, dangers and accidents of the sea 
and other navigable waters, and fire on 
board ship. 

As respects unseaworthiness, this is 
the same burden as results from the 
Revised Hague Rules, but as to the 
other classes of losses it increases the 
burdens upon the carrier as a condition 
precedent to exemption from liability, 
as compared with those under the Re- 
vised Hague Rules, in that due dili- 
gence to make the ship seaworthy must 
first be shown. 

There are certain causes of loss be- 
yond the control of the carrier, for 
which it should not be held responsible 
in any event. The proposed rules, as 
do the Revised Hague Rules, exempt 
the carrier from liability for losses re- 
sulting from an act of war, act of public 
enemies, arrest or restraint of princes, 
rulers and peoples, ete. 

Under the proposed rules, however, if 
the carrier has no reasonable opportun- 
ity of ascertaining the quantity, weight, 
nature or condition of the contents of 
packages, or in-the case of bulk cargo, 
the number of pieces, quantity or 
weight, the same may be designated on 
the bill of lading as “unknown,” or as 
“said to contain (specifying nature, 
condition, quantity or weight),” or with 
other appropriate qualifying designa- 
tion. Having made such designation 
upon the bill of lading, then, under the 
proposed rules, the carrier is to be re- 
lieved from liability for loss or dam- 
age to the contents of the packages, if 
it has exercised due diligence properly 
and carefully to load, stow, carry, keep, 
care for, unload and deliver, bulk or 
otherwise, and proves that fact affirma- 
tively. 
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CASUALTY AND 


SURETY NEWS 








“Family Purpose” 
Doctrine Decision 


THIRD DECISION ON SUBJECT 


Parent Not Subject to Liability For 
Negligent Use of 
Automobile 
Sometime ago a decision of the Wis- 
consin Supreme Court was made in the 
case of Crossette vs. Goelzer, where 
defendant was injured as a result of the 
negligent operation of an automobile 
owned by defendant, which at the time 
the injury took place was being driven 
by the son of defendant with the de- 
fendant’s permission, and was occupied 
by the young man’s two sisters as well 
as by himself. The Supreme Court of 
Wisconsin held, following the New York 
cases, that the father was not liable 
and rejected the so-called “family pur- 

pose” doctrine. 

In the case of Van Blaricom v. Dodg- 
son (220 N. Y., 111), the Court of Ap- 
peals of this state disposed of the theory 
pf “family use,” very correctly pointing 
out that the doctrine is based not so 
much upon a sound theory of agency, 
as upon an underlying feeling that the 
automobile, being a dangerous instru- 
mentality, some special liability for in- 
juries caused by its operation should be 
attached to its owner. It is obvious, 
however, that such considerations, if 
warranted, are a matter for the con- 
sideration of the Legislature rather than 
the court (see previous editorial). 

The same proposition recently arose 
in Massachusetts, in the case of Mc- 
Gowan v. Longwood. It was there held 
that a father is not liable for his son’s 
tortious acts in operating an automobile 
belonging to the father, though the son 
was living at home. The court further 
held that the fact that an automobile 
was purchased for the customary con- 
veyance of the family does not make a 
son, driving the automobile for his own 
personal benefit and enjoyment, the ser- 
vant or agent of his father, so as to ren- 
der the father liable for his negligence. 
This is not only good law, but good 
common sense; otherwise, a parent 
might be subjected to liability for the 
negligent use of a baseball or a set of 
golf clubs, or the like (see Doran v. 
Thomsen, 76 N. J. Law, 754, 71 Atlantic, 
296; Van Blaricom v. Dodgson, supra). 








BADGEROW VICE-PRESIDENT 


President Alexander of the Continental 
Casualty, Chicago, Announces 
His Election 

Harve G. Badgerow, of Chicago, re- 
cently appointed to head the new fidel- 
ity and surety department of the Conti- 
nental Casualty, has béen elected a vice- 
president of the company. Mr. Badge- 
row has been one of the main factors 
in the Rockwood-Badgerow agency. He 
begins his service with fhe Continental 
at its home office in Chicago on Janu- 
ary 1. 

The charter of the company permits 
it to write surety bonds, and the new 
department is being built up, agency 
details approved, and various bond- 
forms, supplies and advertising matter 
Prepared so as to facilitate the immedi- 
ate business efficiency which is neces- 
Sary for successful competition in the 
field. Mr. Badgerow’s election to a vice- 
presidency is in keeping with the im- 
portance of his new connection. 








TAKING QUICK TRIP 
A. J. Ferres, vice-president of the 
Fidelity & Casualty of New York, 1s 
Making a ten-day inspection trip of 
northern offices as far west as Missourt, 


Why “Poison Pie” Stunt 
Went Over So Well 


LOTS OF TROUBLE WITH FOOD 


A Number of Suits Were Filed Fol- 
lowing Discovery of Strange 
Objects in Restaurant Food 


A piece of 1 rat in a squash pie led 
to a suit against a restaurant a little 
over a year ago, but that isn’t half of 
the story. A mouse in the milk, mag- 
gots in wheatcakes, a nail in a piece 
of cake, a tack in huckleberry pie, a 
piece of tin in spinach, and even a bone 
in a chicken pie, have served as the 
basis for damage claims against restau- 
rants. Fraudulent claims are scattered 
evenly through those in which the plain- 
tiff actually believes himself entitled to 
damages. 

The latest and most outstanding ex- 
ample of such accidents in restaurants 
resulted in eleven deaths caused by 
arsenic in pie served at a Broadway 
restaurant. A number of suits have 
heen filed for varying amounts, but have 
not been settled. The daily press gave 
wide publicity to the tragedy at the 
time and the sale of pie in restaurants 
dropped 50% during the next few days. 

Such claims are deadly enemies of 
success in the restaurant business, not 
only from the standpoint of damaging 
publicity but from the chance of large 
money loss through court damages. 
Public liability policies are on the mar- 
ket which cover these cases and protect 
owners against such losses, but they 
were not named after poison pie until 
the manager of a downtown brokerage 
office (Henry W. Ives & Co.) circular- 
ized restaurant owners to the effect that 
his company would issue “poison pie” 
policies to protect against such losses. 

The daily papers took the matter up 
as of great news value and front page 
space was given to the item in one or 
two cases. Substantial space was given 
in all the large dailies, with the result 
that uninformed owners probably have 
the impression that these policies can 
be obtained only through Henry W. Ives 
& Company. It was a clever move in 
the matter of publicity. The circulars 
carry the point home to the restaurants 
in two words, “poison pie,” and can 
then go on to explain how the coverage 
includes all other hazards which may 
result in suits, whether it be a rat in 
the soup or tin in spinach. 


WRITING CREDIT INSURANCE 

The National Surety announces that 
it is now fully equipped to handle credit 
insurance contracts. The New York 
City credit department has been organ- 
ized and eleven representatives ap- 
pointed. 


LEWIS ON HOUSE CLEANING 

“T agree with the newspaper para- 
grapher,” Assistant Secretary Martin 
Lewis told the delegates to the National 
Surety convention last week, “who said 
that in the future banks should be 
cleaned by their janitors, rather than 
by their cashiers.” 
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Laird Discusses 
Accident and Health 


BEFORE ACTUARIAL CONVENTION 
Society Meeting in Hartford Hears 
Careful Study of Conditions 
Well Presented 
John M. Laird, speaking before the 
meeting of the Actuarial Society, in ses- 
sion in the Travelers auditorium at 
Hartford, October 18, 19 and 20, took up 
the subject of Personal Accident and 
Health Insurance in detail. He outlined 
the principles on which the business 
was built, showed the trend of thought 
indicated by court decisions and policy 
amendments and pointed out the dis- 
tinctions which have arisen in the defi- 

nition of accidents. 

He showed the theory of classifica- 
tion, illustrating in rough form just 
what he meant, explained the principles 
of commercial underwriting, and traced 
development in the field. The closing 
part of his speech took up disability 
underwriting, together with a discussion 
of claim organizations and prospects for 
the future. The discussion follows: 

Disability Underwriting 

Disability introduced several prob- 
lems not found in life insurance alone. 
Life insurance contracts running for a 
long period are usually issued on the 
life or endowment plan under which the 
amount at risk decreases each year and 
therefore the cffects of an unfavorable 
experience in the later years are mini- 
mized. Disability benefits issued at age 
30 and ceasing at age 60 are virtually 
30-year term contracts under which the 
amount at risk consists of the com- 
muted value of future claim payments. 
According to Cammack’s tables, on a 
policy covering any total disability last- 
ing more than three months this com- 
muted value for each $10 a month in 
creases from $74.80 at age 30 to $133 
at age 60. The disability provision is 
therefore a 30-year term contract for an 
increasing amount at risk. 

The disability benefits granted in con- 
junction with life insurance differ ma- 
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terially from commercial accident and 
health insurance but closely resemble 
non-cancellable policies. Commercial 
contracts are issued without medical 
examination and cover from the first 
day of disability. Non-cancellable poli- 
cies and disability benefits with life in- 
surance are issued only after full medi- 
cal examination and in general cover 
disability only after a waiting period. 
The experience on disability benefits 
granted with life insurance should be 
more favorable than on non-cancellable 
policies because there will probably be 
less selection against the company not 
only in taking the protection but aiso 
in continuing it, if life insurance is the 
main consideration and disability bene- 
fits are more or less incidental. In 
spite of this distinction, however, life 
insurance companies have something to 
learn trom the experience under com- 
mercial contracts and the precautions 
taken by accident companies on non- 
cancellable policies. 

Under the old type of permanent total 
disability clause only 4% of the claims 
were caused by accident and 96% by 
disease. Under the more liberal types 
now being issued there will undoubtedly 
be a larger proportion of claims due to 
accident, but probably 85% will still be 
due to sickness. This means that life 
insurance companies have embarked on 
health insurance, the field of commer- 
cial business which has been most diffi- 
cult to handle on a satisfactory basis. 

The problem of over-insurance is com- 
mon to all three lines of personal acci- 
dent and health insurance. In the old 
days when commercial disability bene- 
fits ceased at the end of fifty-two weeks 
just about the time when the permanent 
total disability benefits under life insur- 
ance commenced, there was little, if 
any, overlapping. To day it is quite 
possible for the insured to draw $250 a 
week under a commercial health policy 
and at the same time $500 a month for 
permanent total disability under his life 
insurance. 

In considering an application, it is 
therefore important to know exactly 
how much weekly or monthly indemnity 
is obtainable under all his accident and 
health insurance, including commercial, 
non-cancellable and disability with life 
insurance. Unfortunately it is hard to 
obtain this information, as frequently 
ihe applicant himself does not know 
just what benefits are payable under 
various policies, particularly if his con- 
tracts provide double, triple or quad- 
ruple indemnity. Having determined the 
total amount of indemnity under all 
policies as accurately as possible, the 
underwriter must see how this com- 
pares with the applicant’s average earn- 
ings excluding income from invest- 
ments.. He must consider not only the 
average earnings today but what they 
will probably be five, ten or fifteen 
years in the future. 

For instance, a physician who is now 
earning $2,000 a month may be consid- 
ered eligible for disability benefits up 
to $1,500 a month. Five years from now 
he has passed the peak of his earning 
power and his average monthly income 
drops to $1,000. If part of his disability 
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indemnity is on commercial contracts 
and if the reduction in his earning 
power becomes known, the companies 
can cance] the commercial insurance 
and leave him with a reasonable amount 
of indemnity under the non-cancellable 
insurance and his life insurance. If, 
however, his entire coverage is on non- 
cancellable and life insurance contracts, 
then the companies have in force insur- 
ance of $1,500 a month on a person 
whose earnings are only $1,000 a month. 

The problem of over-insurance was 
brought forcibly to attention by the gen- 
eral reduction in earnings during 1920. 

Should business insurance on the life 
of an executive for the benefit of a 
partnership or corporation provide 
monthly income for permanent total 
disability? Some companies hold that 
protection against death is sufficient 
and that there is no need of covering 
permanent total disability. Others take 
the view that absence of such an execu- 
tive on account of sickness or injury is 
a genuine loss to the partnership or 
corporation and that it is reasonable to 
grant indemnity. It is possible that in 
an extreme case a corporation might 
be willing to give an officer a prolonged 
vacation at the insurance company’s 
expense, but where the business is prop- 
erly underwritten it seems reasonable 
to grant disability income payable to the 
corporation. One insurance company 
does not grant disability income with 
business insurance but pays the face of 
the policy upon death or permanent 
total disability 

Several classes of risk which are con- 
sidered ideal for life insurance are less 
desirable for health insurance and non- 
cancellable insurance—for instance, 
farmers, ministers, doctors and dentists. 
Sometimes racial characteristics which 
favor the company in life insurance ope- 
rate against it in accident and health 
insurance. Certain risks are accepted 
by accident companies for death and 
dismemberment but not for weekly in- 
demnity. This distinction is made not 
because the occupation is hazardous 
but because the workers are tempera- 
mental, high-strung or irregular in em- 
ployment, having no regular daily duties 
to perform—for instance, author, car- 
toonist, capitalist or retired man. 

Under life insurance policies with a 
three months’ waiting period there is 
practically no “seasonal” hazard, but if 
the waiting period is reduced to two 
weeks or even one month, then this 
factor must be considered. 

A great many life insurance com- 
panies grant disability income to busi- 
ness women at the same rates as to 
men. In this respect they are departing 
from the practice of the accident com- 
panies which have had an unfortunate 
experience with women. The distinc- 
tion may be partly justified by the long 
waiting period and the comparatively 
small benefits granted with life insur- 
ance in the past, but as the waiting 
period is reduced and the relative value 
of the disability benefits increased, it is 
possible that the life insurance com- 
panies may also have an unfavorable 
experience and may have to charge a 
higher rate for disability granted to 
women or even refuse the complete 
coverage. 

Claim Organization 

For settling claims accident compan- 
ies have built up an organization usual- 
ly consisting of several men at the 
home office and other representatives 
located at various’ strategic points 
where there is a sufficient volume of 
business. To a great extent success 
depends on the efficiency of the claim 
department. Claims must be handled 
with promptness and tact. After a 
claim has been approved, the represen- 
tatives must keep in touch with the 
situation in order to discontinue pay- 
ments upon recovery. Their work is 
frequently misunderstood as when deal- 
ing with a dishonest policyholder they 
must use every legal means to protect 
the company’s interest. By far the 
greater part of their work, however, is 
with honest policyholders and consists 
of ascertaining the facts, explaining the 
coverage and making prompt and equit- 
able settlement. 

Under the old type of life insurance 





contract with no provision for accident 
and health benefits it has been com- 
paratively easy to determine the com- 
pany’s liability and make prompt settle- 
ment. Under the accident and health 
provisions now incorporated in life in- 
surance there will be a larger propor- 
tion of borderline cases requiring the 
services of a trained claim department. 
Companies must avoid on the one hand 
unnecessary disputes and litigation and 
on the other hand such liberal settle- 
ments as may later be used as prece- 
dents for an undue extension of the pol- 
icy coverage. 
The Outlook 

Accident and health insurance has be- 
come an integral part of life insurance. 
Under this combination the company 
can give a greater return to policyhold- 
ers than under separate accident and 
health policies because there is a reduc- 
tion in the selection against the com- 
pany and in the acquisition expense 
and an increase in the persistency of 
the good business. Furthermore, the 
coverage in conjunction with life insur- 
ance has in general been confined to 
the two major benefits—principal sum 
for accidental death and income protec- 
tion during prolonged total disability. 

Several life insurance companies have 
recognized that these accident and 
health benefits in conjunction with life 
insurance do not fully meet the needs 
of the insuring public. For instance, a 
person may desire more disability pro- 
tection than he can obtain at the rate 
of $10 a month with each $1,000 of life 
insurance or may wish a-_ greater 
amount of disability protection than the 
company’s absolute limit under perma- 
nent total disability and non-cancellable 
insurance. Sometimes the prospect is 
primarily interested in disability cov- 
erage from the first day or in protection 
against partial disability. In® spite of 
the development of disability benefits 
with life insurance and of the non-can- 
cellable idea, there is therefore still 
room for commercial accident and 
health insurance. Many life insurance 
companies have accordingly established 
an accident and health department for 
the purpose o? issuing non-cancellable 
and commercial accident and health in- 
surance. In this way they round out 
the complete circle of personal insur- 
ance protection. 

Frequently an agent has begun his 
insurance career on commercial acci- 
dent and health insurance where a 
quick sale can more readily be made 
and has later become an expert life in- 
surance salesman. 

Whether the accident and health ben- 
efits are issued only in conjunction with 
life insurance or as entirely separate 
policies, the company must educate un- 
derwriters, salesmen, medical examin- 
ers and inspectors to appreciate the 
new problems. They must learn to dis- 
tinguish the accidental death hazard 
and the sickness hazard from the life 
insurance hazard. 

If the company is unnecessarily se- 
vere in underwriting the accident and 
health benefits and rejects a number 
of risks which would have been accept- 
able for life insurance alone, the sales- 
man’s enthusiasm for the new coverage 
will soon wane. For this reason some 


FAREWELL TO HOLLAND 





Executives Give Dinner at Hotel Plaza 
in Honor of Retiring 
President 


A farewell dinner to Charles H. Hol- 
land, retiring president of the Royal 
Indemnity and the Eagle Indemnity 
companies, was given at Hotel Plaza 
last. Thursday evening by executive 
officerg of the Royal and allied interests 
in the United States. He was present- 
ed with a pair of antique candelabra as 
a memento of personal regards from 
his colleagues. A cable message from 
General Manager J. J. Atkinson, at Liv- 
erpool, associating himself with the 
expressions of friendship was handed 
to Mr. Holland. 

In thanking the donors for the gift 
Mr. Holland expressed his confidence 
that the companies will continue to 
thrive under the leadership of President 
Milford E. Jewett, and added that he 
will take personal satisfaction in the 
progress made by his late associates. 





INSURANCE MEN BEHIND BLACK 


The nomination of William Harman 
Black for Justice of the Supreme Court 
of New York and Bronx counties in the 
coming election is receiving support of 
some well-known insurance men, who 
are members of his campaign com- 
mittee. The first meeting for Mr. Black 
at the Hotel Vanderbilt on Monday 
night of this week was conducted by 
Colonel Lamar Hill, general counsel of 
the America Fore group, chairman of 
the campaign committee. Another mem- 
ber of the committee is Captain Thomas 
Sullivan, of the National Surety. Also 
supporting him is Robert Adamson, for- 
mer Fire Commissioner. 





SEND SECOND NOTICE 


A second notice is being sent to pol- 
icyholders by the receiver in Indiana 
for the Hudson Motor Indemnity Ex- 
change and the Hudson Underwriters, 
Inc., to pay an assessment equal to one 
annual premium. This action is in view 
of the fact that many of the policyhold- 
ers have failed to heed the first notice 
sent by the receiver some time ago. 
The second notice says that a failure 
to pay at this time will be followed by 
a suit. 





PLATE GLASS COSTS UP 

The cost of plate glass has gone up 
30% since June according to the best 
available figures. The present discount 
from the manufacturers quote list is 
78% as compared with 83% in June. 
Loss ratios have remained practically 
normal so that no immediate increase 
in rates is probable unless replacement 
costs make the loss ratio suddenly un- 
favorable. 


companies which issue only standard 
life insurance may find it necessary to 
grant accidental death benefits and dis- 
ability benefits at sub-standard rates in 
order to avoid disappointing the appli- 
cant and the salesman. 
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AETNA’S VIRGINIA CONVENTION 


First Annual Sessicn Well Attended; 
Business Conditions Good in 
Richmond Territory 


Forty-five casualty and surety agents 
from all parts of Virginia attended the 
first annual convention of the Aetna 
companies at Richmond October 18 and 
19. Fred W. Clintsman, manager of the 
Richmond branch office, was host at a 
dinner the evening of the second day. 
The success of the meeting was so pro- 
— that annual sessions will be 
neld. 

The branch office is paying for more 
business per month than the same ter- 
ritory did in a year previous to the es- 
tablishment of the branch office in 1917, 
according to the announcement of the 
manager. General discussion of local 
problems took up much of the time dur- 
ing the sessions. 

A. R. Sexton and Norman C. Stevens, 
secretaries, and Warren Bidle, superin- 
tendent, represented the home office at 
the convention. J. T. Jones, manager 
of the Washington, D. C., government 
office, was also present. W. Bailey Saun- 
ders, special agent attached to the Rich- 
mond office, gave an interesting talk on 
Accident and Health Insurance. He ex. 
plained in detail the advantages of vari- 
ous forms of cover offered. 





INDEPENDENCE TO WRITE SOON 

In order to insure the commencement 
of actual operations of the new Inde- 
pendence Indemnity, headed by Charles 
H. Holland, against delay, temporary 
quarters have been secured in the old 
Stock Exchange at the corner of Third 
and Walnut streets, Philadelphia. The 
company plans to begin writing busi- 
ness on November 15. 





RATING MODIFICATION 

‘Further modification of the Table A 
factors for 1922 are announced in a 
letter sent out by the Compensation In. 
spection Rating Bureau. The revised 
method for rating stevedoring risks will 
be sent out in the near future, Manager 
Leon S. Senior announces. 





BOYER CALLS MEETING 

C. H. Boyer, chairman of the Execu- 
tive Committee of the Health and Acci- 
dent Underwriters Conference, has 
called a meeting of the new Executive 
Committee at Chicago on Friday, Oct. 
27. The Executive Committee of the 
Insurance Economics Society of Amer- 
ica will meet at the same time. 





“THE SAFER WAY" 

The Aetna Affiliated Companies are 
issuing a new publication, “The Safer 
Way.” This publication is printed at 
the home office and distributed at cost 
to the various agents who in turn mail 
it to customers and prospects. 





APPOINTED IN CANADA 

Charles A. Allen, who was associated 
with the Guarantee Company of North 
America for many years, has been ap- 
pointed as assistant Dominion manager 
for the National Surety. Prior to his 
insurance connections Mr. Allen prac- 
ticed law as an attorney for the Cana- 
dian Pacific Railroad. 





Miss Pearle Easley, of Oklahoma 
City, has broken some records for the 
accident and health department of that 
company in her city. She attended 
Texas State College at Canyon, Tex., 
and University of Chicago. Later she 
became a teacher. She had a desire to 
“sell,” became an agent and one of her 
feats was to write sixteen applications 
in eight days. 





Harold F. Wright, of the Wallace M. 
Reid Company, Pittsburgh, has joined 
the ranks of the benedicts. He was the 
guest of honor at a banquet given joint- 
ly by the claim and engineering depart- 
ments of the Ocean Accident & Guar- 
antee Corporation and the Wallace M. 
Reid Company at the Chatham Hotel, 
Pittsburgh. 
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Still Talking About Chicago Dinner 

Echoes reached William street this 
week of the Blue Goose dinner in Chi- 
cago last week, which was attended by 
700. Everybody had a good time—in 


fact, such an uproarious time that 
speeches were not permitted, and some 
people were reminded of the classic 
reprimand of Mayor Hylan at the recent 
big police dinner when he arose in the 
din and shouted: “If you fellows aren’t 
quiet I'll call the cops.” 

* a * 

Houston Tripped Merrily 

At the same dinner Commissioner 
Houston, of lilinois, appeared on the 
stage and did a litile dance. And talk- 
ing of dinners, that was a good crop of 
stories that General Agent Wilson, of 
Cleveland, told at the Casualty & Surety 
Club affair the other night. His golf 
story was the best. 

ae * 
Hunt on Long Trip 

Assistant Secretary EK. R. Hunt, of 
the United States Casualty, left Sunday 
on a six weeks’ trip extending as far 
as San Francisco and Los Angeles, at- 
tending to legal and claim matters at 
several other cities en-route. He will 
visit Chicago, Milwaukee, St. Paul and 
other points in the North, and will stop 
South as far as Tulsa, Okla. 

% * * 
Sure-Enough Syndicate Stuff 

The papers seem to hint every once 
in awhile that the taxicah bonding law 
isn’t being obeyed. If they don’t quit 
soon everybody'll be believing it. 

a * «& 
Visiting the Royal 

L. J. Lepper, of Detroit, is visiting 
the home office of the Royal Indemnity. 
Mr. Lepper is associated with the De- 
troit Insurance Agency company. 

ca * * 
New F. & D. Signs 

New four color window signs have 
been issued by the Fidelity & Deposit. 
The signs take the form of monograms 
and are attractively prepared. 

oo * a” 
Who Called? 

“Who called?” asks a new circular 
issued by the Globe Indemnity, showing 
a picture of a house which has been 
forcibly entered during the absence of 
the owner. “Someone gained entrance 
you didn’t expect. There were the 
drawers of the sideboard or dresser 
pulled out and your valuables—keep- 
sakes that you have treasured for years 

fone.” No stronger appeal could be 
made and when it is put in attractive 
form it presents an excellent advertis- 
ing value. 

* * & 
Showing the Benefits 

“The Pacific Mutual News,” in an ac- 
cident number, prints a supplement con- 
taining only reproduction of fae-similes 
of disability benefit checks which are 
being paid out to policyholders of the 
company, together with testimonial let- 
ters which have been collected in the 
accident department. The paper is 
labeled the “Non-cancellable Supple. 
ment.” ‘ 

* * ” 
Thistle to Replace Mays 

President Falconer, of the Norwich 
Union Indemnity, has announced that 
he will recommend the promotion of 
BE. B. Thistle to the position of secre- 
tary of the company to succeed J. G. 
Mays, resigned, 

Mr. Thistle began his insurance 
career twenty years azo with the Met- 
ropolitan Casualty. He became asso- 
Clated with the Globe Indemnity in 1911 





as superintendent of the plate glass 
department, subsequently adding the 
burglary department and agency work 
to his duties. He returned to the Met- 
ropolitan Casualty in 1916 as superin- 
tendent of the burglary department 
opening the department and organizing 
that branch of the business for this 
company. 

He became associated with the Nor- 
wich Union at the time of the com- 
pany’s organization in 1919 as superin- 
tendent of the burglary and plate glass 
departments. He was appointed as- 
sistant secretary of the company in 
November, 1920, and has become well- 
known as a conservative yet active 
junior executive. 


* ” * 
Seen at New York Southern Society 
Smoker 


Among the insurance men attending 
the annual smoker of the New York 
Southern Society at the Waldorf Astoria 
last week were the Graham brothers, 
W. J., second vice-president of the 
Equitable Life Assurance Society, and 
Thompson B., assistant secretary of the 
Metropolitan Life, and manager of the 
Policyholders Service Bureau; Law- 
rence Priddy, of the New York Life, 
former president of the National Asso- 
ciation of Life Underwriters; Ashbrook 
Frank, Eastern vice-president of the 
“Insurance Field;” Charles B. Petrie, 
the clever insurance newspaper artist, 
and William L. Hadley, of The Eastern 
Underwriter. 

* * * 
F. P. A. on Safety Week 

So this is Safety Week. I am waiting 
impatiently for next week. Then I can 
get hurt and everything.—New York 
World. 





Statement of the Ownership, Management, 
Circulation, Etc., Required by the Act of 
Congress of August 24, 1912, 

Of THE FASTERN UNDERWRITER, pub- 
lished weekly at New York, N. Y., for October 

1, 1922. 
State of New York, 
County of New York, ss. 

Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
W. LL. Hadiey, who, having heen duly sworn 
according to law. deposes and says that he is 
business manager of THE EASTERN UNDER. 
WRITER and that the following is. to the 
best of his knowledge and belief, a true state- 
ment of the ownership, management, (and if 
a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the 
above caption, required by the Act of August 
24, 1912, embodied in section 443, Postal Laws 
and Regulations, printed on the reverse of 
this form, to wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
managers are: 

Name of publisher, The Eastern Underwriter 
Company; post office address, 86 Fulton St., 
New York City. Editor, Clarence Axman, 265 
Central Park West, New York City. Managing 
Editor, Clarence Axman, 265 Central Park 
West, New York City. Business Manager, W. 
L. Hadley, 1111 Putnam Ave., Plainfield, N. J. 

2. That the owners are: (Give names and 
addresses of individual owners, or, if a cor- 
poration, give its name and the names and 
addresses of stockholders owning or holding 1 
er cent or more of the total amount of stock.) 

he Eastern Underwriter Company, 86 Ful- 
ton St., New York City; Clarence Axman, 265 
Central Park West, New York City; B. F. 
Hadley, 625 42nd St., Des Moines, Ia.; W. L. 
Hadley, 1111 Putnam Ave., Plainfield, N. J. 

3. That the known bondholders, mortaacers, 
and other security holders owning or holding 
1 per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there are 
none, so state.) None. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and se- 
curity holders, if any, contain not only the list 
of stockholders and security holders as they 
appear upon the bonks of the company but also, 
in cases where the stockholder or secufity 
holder appears upon the books of the company 
as trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom such trustee is acting, is given; als 
that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and 
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The “‘Home’”’ of Automobile Insurance 


Chester M. Cloud 


Metropolitan Agent 
Automobile Dept. 
The Home Insurance Co., New York 


59-61 Maiden Lane 
Phone: John 1363 

















Peter Epes, Supt. of Agents 


Georgia 


Macon, Ga. 
100%, AMERICAN. 


Surplus and Reserves as to Policy Holders $2,089,936.09 


Casualty Company 


W. E. SMALL, President 


HAVE YOU THOUGHT OF IT? 


E. P. Amerine, Secretary 


Automobile 

Plate Glass 

Burglary 

Liability 

Property Damage / 

Workmen’s 
Compensation 











HOME OFFICE, 


Wugene H. Winslow, President 
Robert A. Drysdale, Vice-Pres’t 





The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


CHARTERED 1674 


PLATE GLASS INSURANCE 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


8. Wen. Burton, Sec’y 
Albert H. Lahy, Asst. Sec’y 

















., BUSINESS=-BUILDERS 
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BOSTON 
Paid-In Capital $1,500,000 


“ DEVELOPING 
vie Fidelity and Surety Bonds, Liability Workmen’s 
‘4; \yr’,) Compensation, Automobile, Accident, Health, 
ou * Burglary and Plate Glass INSURANCE 


coe —— APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 








The Employers’ Liability 
Assurance Corporation, Ltd. 


The origina! and leading Liability 
Ineurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Bullding 
33 RROAD STREET, BOSTON, MASS. 


AGENTS WANTED 











belief as to the circumstances and conditions 
under which stockholders and security holders 
who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in 
a capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that 
any other person, association, or corporation 
hag any interest direct or indirect in the said 
stock, bonds, or other securities than as so 
stated by him, 
_ 5. That the average number of copies of each 
issue of this publicatiun sold or distributed, 
through the mails or otherwise, to paid gub- 
scribers during the six months preceding the 
date shown above is...... (This informatiop 
is required from daily publications only.) 
THE EASTERN UNDERWRITER COMPANY, 
W. L. Hadley, Business Manager. 


MORE THAN 
$28,500,000.00 


has been paid to Continental poli- 
cyholders or their beneficiaries as 
indemnities for loss of business 
time by accident, or for accidental 
loss of sight, limb or life, or for 
loss of business time by sickness. 


In every city of the Union and 
in Canada we are protecting many 
thousands of business and profes- 
sional men. Continental Accident 
& Health Policies SELL and stay 


sold—Good openings for the right 
man. 


Continental Casualty Company 


H. G. B. Alexander, Pres, 
General Offices: Chicago, U. S. A. 
Canadian Head Office: Toronto, Canade 






































Sworn to and subscribed before me this 20th 
day of September, 1922. 
W. H. MILLIKEN 

Notary Public Kings Co. Clerk No. 95 
Certifieate filed: fin Kings Co. Rewister’s 
No. 4083. New York County Clerk’s No. 180. 
New York Co. Reg. No. 4215. 

(My commission expires March 30, 1924.) 











THE EASTERN UNDERWRITER October 27, 1922 
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You Can Bank on the Banker 


HAVE you ever considered that every banker in own business, he is the more readily convinced of 
your community is a literal Sold mine of oppor-__ the wisdom of protecting them from the many 
tunity for the insurance agent who is equipped to _ risks of loss that threaten. Below are listed over 
render complete insurance service? Notonly are a score of lines for nearly every one of which each 
the interests of the banker many and important, banker in your community is a likely prospect. 
but, holding security as the first essential in his How many of them are you writing? 























Life Check Alteration & Forgery Group Disability 

Group Life Fidelity Bonds Public Liability 

Accident Messenger Robbery Sports Liability 
Automobile Collision iad Datars ened Makivery Personal Effects 
Automobile Fire Registered Mail (Domestic) 
Automobile Liability Plate Glass Registered Mail (Foreign) 
Automobile Property Damage General Fire Combination Residence 
Automobile Theft Tornado and Windstorm Specie 











To get and hold the banker’s business requires respect and confidence. Such a man is, almost 
more than an insurance agent. It requires a without exception, the agent who represents the 
broad visioned insurance counsellor capable of | tna Affiliated Companies. Which is why, ina large 
providing a sound, comprehensive place of pro- number of communities, it is the tna Agent who 
tection, backed by Companies that command has the ready entree and reaps the large rewards. 











IT PAYS TO BE AN A:TNA-IZER 


There are still some attractive agency openings in the 
Etna organization. There may be an opportunity to rep- 
resent the Aitna Companies in your locality. It will pay you 
to inquire. Write W. L. Mooney, Agency Secretary. 






/ETNA LIFE INSURANCE COMPANY 


(Accident and Liability Department) 


AETNA CASUALTY AND SURETY COMPANY 
AUTOMOBILE INSURANCE COMPANY 


OF HARTFORD, CONN. 










The Largest Organization in the World Writing Life, Accident, Health, Liability, Compensation, Fire, Marine 
and Automobile Insurance and Fidelity and Surety Bonds 














